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GEO. GODFREY MOORE. ?ressoene og 


We retatshitel | 
Reserve 


~ “A Refagein.. 
Time of Storm 


HOME OFFICE, TOPEKA, KANSAS 


LEADS THEM ALL in its Home State, 


except two—The Metropolitan and New York Life 


It is gratifying to the officers of our Company to say that in 1922 only two 
companies wrote more business in the state of Kansas than we did. We 
also show a greater increase in business in force than any other Kansas 


company. 


We Want District Managers for Arkansas, Missouri, 
Nebraska, Oklahoma, Iowa, Texas, Minnesota and Kansas 


—Write and See What We Have To Offer— 


Policy contracts that are different. Non-participating and Participating plan. 
Every active officer of our Company is an experienced Life Insurance 
man. We have been on the firing line with the rate book for years. Our 
business is to help you. 


Better Life Insurance policies are being written— 
THE NATIONAL.RESERVE LIFE writes them. 
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Would You Like to Live 
in the City of Roses? 
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The man we want will enjoy Portland. He will more than sumniesia 
likely get as much zest out of hooking and landing a big or ts 
salmon as he will get from landing this position — and recedent 
making a success of his work. 
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He is a good “city underwriter” with a record and of sound 





financial responsibility. He has such standing in his com- ble 
munity that there is no question of his ability to connect Po 
with the best men in the Oregon city. tes 
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As our General Agent, he This from a company with ee | 
will receive a liberal first more than $100,000,000 in - speed 
year commission with force, with the highest ratio 
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“In conr 
renewal commissions for of surplus to liabilities of stein 
nine years. His collection any $100,000,000 company, oa adn 
fees will go right on with lowest mortality of any com- ing as 
the life of the policy. He pany in the $100,000,000 ices whi 
will have a liberal office class for 1921, and a twenty- ting int 
allowance and his develop- six year record for paying i sed ‘ 
ment expenses will be met. death losses in 24 hours. ce i t 
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wenty-Seventh Year No. 24 


OBBS PUTS HIS:0. K. 
ON PRELIMINARY TERM 


assachusetts Commissioner Cuts 
Gordian Knot by Ruling 
Just Announced 


PRECEDENT OVERTURNED 





Decision Made on Application of United 
Life & Accident, Despite 
Failure of Legislation 





BOSTON, MASS., June 12.—The 
fassachusetts insurance department, 
nable to get the legislature to enact 
gislation which would make applicable 
e Illinois standard of preliminary 
erm valuation for life insurance com- 
anies, has solved the problem by a 
ew interpretation of the statutes by 
ommissioner Hobbs, overturning the 
terpretation and ruling of Commis- 
ioner Cutting, who established the 


recedent for the Massachusetts depart- 
ent when commissioner many years 
ig0, by which many western companies 
ere kept from the state. 
The new ruling of Commissioner 
obbs comes in the form of an answer 
a request of the United Life & Acci- 
ent of Concord, N. H., for admission 
p the state, sent to Actuary A. B. Lines 
t the department. 


Abide by Illinois 



















Standard 


By the new interpretation it is under- 
ood that Commissioner Hobbs has 
led that Massachusetts henceforth will 
bide by the Illinois standard as inter- 
eted in New York state laws in de- 
Tmining the qualification of certain 
mpanies for admission to the state. 

he wording of the new interpretation 
d ruling is as follows: 

In connection with the application 
br admission of the United Life & Acci- 
nt Company of Concord, N. H., I 
ould advise you of my intention to 
vise the ruling made by Commissioner 
utting as to the valuation of the so- 
tlled preliminary term. Hereafter, 
olicies which provide for not more than 
€ year preliminary term by incorpo- 
ting in the provision thereof specity- 
& the premium consideration to be 
ceived a clause plainly showing that 
. first year’s inshurance under such 
icles is term insurance purchased by 
whole or a part of the premium to be 
‘eived during the first policy year may 
Valued on the basis of mortality tables 
: sorent rates prescribed by law in 
ordance with the preliminary term 
an modified as follows: : 


New Rule Announced 
m.. the premium charged for term 
- ance under a limited payment life 
: minary term policy providing for 
Payment of all premiums thereon in 


than 20 years from the date of the 
the under an endowment prelimi- 


like = bolicy, exceeds that charged 
dliminw surance under 20-payment life 
bee ary term policies of the same 

Pany, the reserve thereon at the end 
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COMPANIES FINED $500 


RETALIATORY LAW INVOKED 


Other Departments Moved to Act Be- 
cause the [Illinois Insurance 
Superintendent Enforces Law 


The Michigan department has notified 
all Illinois companies doing business in 
that state that a penalty of $500 will be 
imposed on each of them for failure to 
file their last annual report by Feb. 15 
and $500 more for each month since for 
failing to file. The action is taken as a 
retaliatory measure. The Michigan law 
provides that every company shall by 
Feb. 15 file its annual report as to its 
condition Dec. 31. While in the past all 
companies have not strictly observed 
this provision the penalty has not been 
enforced because other states were leni- 
ent and did not invoke the law against 
Michigan companies. On May 24, the 
Illinois insurance superintendent noti- 
fied Michigan companies doing business 
in that state that having failed to file 
their reports on time the penalty would 
be collected. Commissioner Hands of 
Michigan therefore has served like 
notice on Illinois companies stating that 
under Michigan law he had no alter- 
native but to retaliate. 

Illinois Companies Fined 


The companies fined by the Michigan 
department include the following: Great 
Lakes, Great Western Fire, Marquette 
National, National Reserve, Indemnity 
Exchange, Lumber Underwriters, Cen- 
tral Life, Cloverleaf Life & Casualty, 
Franklin Life, Mutual Trust Life, Na- 
tional Life U. S. A., North American 
Life, Old Colony Life, Peoria Life, 
Standard Life, Builders & Manufac- 
turers Mutual Casualty, Integrity Mu- 
tual Casualty,, Lumbermen’s Mutual 
Casualty, Associated Employers Recip- 
rocal, Samson Auto Insurance Associa- 
tion, Columbian Circle, Polish Roman 
Catholic Union, Chicago Mutual Life. 

If the Illinois department will lift the 
fines against the Michigan companies, 
the Michigan department will do like- 
wise in the case of the Illinois com- 
panies, Commissioner Hands said, other- 
wise the fines on the 23 Illinois 
companies will stand. 


of any year, including the first, shall not 
be less than the reserve on a 20-payment 
life preliminary term policy issued in 
the same year and at the same age, to- 
gether with an amount which shall be 
equivalent to the accumulation of a level 
net premium sufficient to provide for a 
pure endowment at the end of the pre- 
mium paying period equal to the differ- 
ence betweeen the value at the end of 
such period of such a 20-payment life 
preliminary term policy and the full level 
net premium reserve at such time of 
such a limited payment life or endow- 
ment policy. The premium paying 
period is the period during which pre- 
miums are concurrently payable under 
such twenty payment life preliminary 
term policy and such limited payment 
life or endowment policy.’ 

“The foregoing rule may be used for 
computing the reserve liability in case 
of new applications for admission and 
in case of examinations hereafter made 
and annual statements hereafter sub- 
mitted.” 








MORTALITY FAVORABLE 
FIRST HALF YEAR’S RECORD 


Experience Has Improved to Better 
Than Normal Since February and 
March 


Life companies will ciose the first six 
months of 1923 with a mortality record 
much more favorable than was thought 
possible earlier in the year. In Febru- 
ary and March, deaths were numerous 
and costly. Companies began to be 
somewhat disturbed over their experi- 
ence. Some of the smaller companies 
sustained several $5,000 and $10,000 
death losses which they could ill afford 
to bear. The idea was spread about that 
the companies were having an unusually 
severe mortality experience. 

Satisfactory Since March 

However, since March the results 

have been much more satisfactory. So 


far as most companies are concerned the 
experience has been better than normal 


for the first six months of this year 
with the exception of February and 
March. Most companies report that 


their results for this year indicate noth- 
ing unusual about mortality except that 
an especially large number of deaths 
came during two months of the period. 


Report April Mortality Lower 


In the Metropolitan’s health record 
for April the mortality rate is reported 
as considerably lower than the preced- 
ing months, though a little higher than 
April, 1922. The bulletin states that the 
death rate of industrial policyholders 
fell sharply, though this is only indi- 
cative of the seasonal decline that takes 
place each year at this time. The death 
rate in April of this year was 10.1 per 
1,000 compared with 9.7 in April, 1922 
Influenza and pneumonia, although 
practically half the figure of March, 
were still in the lead of individual causes 
in April, being responsible for nearly 
one-sixth of all the deaths reported in 
April. Automobile deaths show an in- 
crease. as is usual at this time of the 
year, The increase of automobile deaths 
in April over the March figure was 41 
percent. The April deaths from auto- 
mobiles this year were also consider- 
ably more than in April 1922. 


ORGANIZING A NEW COMPANY 


Northwestern Union Life is Being Pro- 
moted at Ottawa, Ill, by Some of 
the Residents 


Inasmuch as the Central Life of 
Ottawa, IIL, is leaving Ottawa to make 
its headquarters in Chicago, where its 
own home office building is now being 
erected, a new company is being or- 
ganized there known as the Northwest- 
ern Union Life. It will have $100,000 
capital and $30,000 surplus. B. O. Berge 
is president, Signor Goodman and J. E. 
Jensen vice-presidents, Lester J. Horan, 
secretary, William D, Duncan, treas- 
urer, and T. O. Berg, agency director. 
It is said that the capital will be sub- 
scribed largely by citizens of Ottawa 
and vicinity. 
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INSURANCE OFFICIALS 
WANT A HALT CALLED 


Say That State Departments Are 
Becoming Very Arbitrary 
and Dictatorial 


CITE THE COLORADO CASE 


Declare That Commissioners Have No 
Right to Establish Standards for 
Licensing Insurance Agents 


Although the issue in Colorado over 
the refusal of the insurance department 
the North- 
National Fire has been settled 


to license some agents of 
western 
and the dogs of war have been called 
off, the controversy there has aroused 
much interest in insurance circles be- 
cause of the growing unrest and chafing 
on account of rulings by insurance de- 
partments. Insurance officials feel that 
the insurance departments in the use of 
their discretionary power are going en- 
tirely too far in making arbitrary de- 
cisions and placing burdens on insur- 
ance companies. 
Responsibility With Companies 

There is a growing opinion among a 
large number of company officials that 
insurance commissioners are becoming 


too dictatorial and arbitrary regarding 


the granting of licenses. One official 
who feels that commissioners are at- 
tempting to assume too much power 


said, “An insurance commissioner is put 
into office to see that the insurance laws 
of the state are enforced, and not to 
issue rulings that are not in strict con- 
formity with the laws. The insurance 
commissioners of the country are not 
responsible for the growth and devel- 
opment of the insurance business. That 


responsibility lies with the companies 
themselves. Is it not reasonable to as- 
sume that the companies want very 


much to build up the right kind of a 
public opinion regarding insurance? 
They do not knowingly want to license 
men who are incompetent, unfit, or 
even morally wrong. 


Must Believe Company Honest 


When a company applies to an in- 
surance commissioner for a license that 
insurance commissioner must assume 
that the company has honest intentions. 
The company is regularly licensed, fin- 
ancially responsible, and acceptable in 


every way to the insurance commis- 
sioner. It applies for a license for an 
agent. The commissioner attempts to 
refuse to grant the request. Why 
should he? Why should he believe 
that the company is deliberately at- 


tempting to put the wrong kind of a 
man into the insurance business? What 
has any company to gain by that? It 
seems to me that the insurance -com- 
missioners of the country are attempt- 
ing to hamper and restrict men who 
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are entitled to engage in the insurance 
business if they want to.” 


Who Sells the Business 


Most company officials believe that 
any insurance commissioner’s ruling 
which undertakes to define the qualifica- 
tions that must be possessed by an ap- 
plicant for license is unconstitutional 
and cannot stand a test in court. 
Whether or not the applicant is a part 
timer should have nothing to do with 
whether he is granted a license, accord- 
ing to many officials. A large number 
of others believe that the applicant’s 
mental attributes should not be exam- 
ined by an insurance commissioner. A 
life insurance company official says, 
“We have gone entirely too far in this 
question of agents qualifications, part 
time men, and all the rest of it. Look 
over the records and you will find that 
the bulk of life insurance in this coun- 
try, and in fact insurance of all kinds, 
is sold by the great enthusiasts, the 
selling geniuses, who are not necessarily 
familiar with every intricate phase of 
the business. 


Become Enthusiasts 


On the contrary, they have simply 
become immensely enthusiastic over 
what they are offering for sale. They 
believe in it, advocate it, and are able 
to sell it without reciting the whole his- 
tory of insurance, or going into all of 
the ramifications of the business. Men 
of this kind have built up the insurance 
business. Probably 90 percent of them 
could not pass a rigid agents qualifica- 
tion examination. Yet those who are 
agitating for stricter qualifications 
would enact laws that would put these 
men out of business. I don’t believe it 
can be done. I don’t believe that any 
insurance commissioner has a right to 
hold in his hands the power to license 
some agents and refuse licenses to 
others.” 


What Would Be Helpful 


There is a feeling among many that 
insurance commissioners might well es- 
tablish clearing houses of information. 
If an insurance commissioner had on 
file the name of every dishonest or dis- 
reputable agent he could be of consider- 
able assistance to companies applying 
for licenses. Before granting the license 
he could give the company making the 
application the information on file. 
Then, in the opinion of many, if the 
company still insisted upon licensing 
the applicant, he could refuse to issue 
a license on the ground that the appli- 
cants previous record disqualified him 
from consideration. Such a_ system 
would be a benefit to the business, but 
would not necessaritly give a commis- 
sioner the opportunity to pass upon 
anything but the moral qualifications 
for license. This is what company of- 
ficials feel should be done. Although 
there has been much agitation of the 
question among life insurance men, 
most of it has come from the agents 
themselves. The fact remains that 
company officials hold to the view that 
many uneducated men who are at the 
same time enthusiasts and advocates 
can write considerable life insurance 
business and not do any injustice or 
harm to the people they write. 


Not Wilfully Harmful 


Similarly, in fire and casualty insur- 
ance there are many part timers and 
others, who cannot write business as in- 
telligently as specialists and experts, but 
these part timers are not malicious or 
wilfully harmful. Their errors are 
those of omission and not commission. 
It must be granted that they are not 
as able as many others, but they do 
not go into the insurance business to 
cheat the public. 


Companies Must Decide 


From a strictly company point of 
view the companies that are actually 
in the business must be permitted to 
decide what agents are to represent 
them. Companies should be restrained,| 
from allowing men who are dishonest 
or crooked to act as insurance repre- 





sentatives, but beyond that, in the opin- 


AD MEN ARE ORGANIZED 
SOPER IS FIRST PRESIDENT 


Over 50 Representatives of All Classes 
of Insurance Met to Form “Insur- 
ance Advertising Conference” 


ATLANTIC CITY, N. J., June 11.— 
At the meeting of the Associated Adver- 
tising Clubs of the World in this city 
last week an organization of the insur- 
ance advertising men was formed which 
will immediately complete the organiza- 
tion details and ask the National Adver- 
tising Commission to recognize the new 
group as a member of the national body. 
There were over 50 representatives of 
insurance companies of all classes pres- 
ent, all of these becoming charter mem- 
bers of the new organization, which will 
be called “Insurance Advertising Con- 
ference.” 


Soper Elected President 


Leon A. Soper, manager of the sales 
promotion of the Phoenix Mutual Life 
of Hartford, was unanimously elected 


president of the conference and asso- 


ciated with him will be the following: 
Vice-president, E. A. Collins, advertis- 
ing manager National Surety; secretary- 
treasurer, J. W. Longnecker, advertising 
manager Hartford Fire, and three mem- 
bers to represent the conference on the 
National Advertising Commission, C. S. 
S. Miller of the North British & Mer- 
cantile, Clifford Elvins of the Imperial 
Life of Toronto and Harry A. Warner 
of the Maryland Casualty. At the or- 
ganization meeting C. K. Woodbridge, 
former president of the New York Ad- 
vertising Club and president of the 
Dictaphone Corporation, presided until 
presiding officers were elected from the 
organization itself. 


Had Speaking Program 


A talk was made by Winslow Russell, 
vice-president and agency manager of 
the Phoenix Mutual Life, on “Awaken- 
ing the Sleeping Giant.” A. E. Collins 
of the National Surety spoke on “Use of 
Direct Mail Advertising as Applied to a 
Surety Company.” Mr. Collins empha- 
sized the educational value of carefully 
prepared and distributed publicity. A 
talk was also given by Chauncey S. S. 
Miller of the North British & Mercan- 
tile, who spoke on “The Place of Insur- 
ance Publications in the Advertising 
Program.” : 








ion of most company men, an insurance 
commissioner should have no voice in 
the matter. Company officials who are 
willing to speak frankly on the subject 
declare that most of the requests for 
agents qualification laws and _ higher 
standards for agents come from men 
who are firmly entrenched in the busi- 
ness, and want to reduce the competi- 
tion. They want to weed out the small 
operators who are nevertheless in the 
aggregate, able to corral a very respect- 
able volume of business. Strict agents 
qualification laws, if enforced, would 
concentrate the business into the hands 
of a comparatively small number of 
agents, and because this would happen, 
company officials feel that the hue and 
cry about the agents qualifications laws 
must be discounted and recognized as 
coming from a comparatively small 
body of insurance men. 


Colorado Case Interesting 


The Colorado case is just as interest- 
ing in one branch of business as an- 
other. In life insurance the principal 
contention has been that part timers 
should be reduced or eliminated. Some 
companies have gone far in the direc- 
tion of not employing part time agents. 
So far as fire and casualty insurance is 
concerned the objection has been raised 
that those who are not thoroughly 
versed in insurance may improperly 
write policies, with the result that at 
the time of the loss an assured may find 





COLORADO BACKS DOWN 


SUITS ARE NOW WITHDRAWN 

































































Issue Growing Out of Refusal to 
License Northwestern National Fire 
Agents Is Quieted 


DENVER, COLO., June 12.— The 
Colorado * insurance department has 
withdrawn its position in refusing to 
license some 36 agents of the North- 
western National Fire of Milwaukee and 
this week has issued licenses. The de- 
partment held that these agents were 
not really agents but brokers. The 
Northwestern National at once started 
a mandamus suit to compel the com- 
missioner to grant licenses and also 
was to begin ouster proceedings against 
Commissioner Cochrane and Charles T. 
Fertig, the official state rater, on the 
ground that Mr. Fertig is connected 
with the insurance business at Colorado 
Springs and Mr. Cochrane is holding 
him in office, notwithstanding that the 
attorney-general had ruled that no em- 
ploye of the department should hold 
office while he was connected with the 
insurance business, 


Agency Law Is Weak 


The Northwestern National has with- 
drawn its suit. A conference between 
the attorney general's office and the in- 
surance department developed the fact 
that the agency law is weak in stipulat- 
ing that while an agent must be author- 
ized to issue and sign policies he is not 
actually required to do so by law. The 
litigation promised to be most import- 
ant, inasmuch as the rulings of insur- 
ance departments as to qualifications of 
agents were to be tested by the highest 
court in this case. Many companies 
have reached the point where they feel 
that some of the rulings of the state 
insurance departments should be chal- 
lenged. It was hoped that this case 
might be carried up so that the author- 
ity of the insurance commissioners 
should be settled. 


Mandamus Writ Issued 


A writ of mandamus was _ issued 
against Commissioner Cochrane by the 
district court ordering him to issue re- 
newal licenses to the agents. In the 
petition the company stated that the com- 
missioner had not revoked the licenses 
of the agents nor found any of the 
agents unsuitable to act but arbitrarily, 
without giving cause had refused the 
granting of the renewals. June 15 was 
set as the date for the hearing. District 
Attorney Van Cise refused to file ouster 
proceedings against Insurance Commis- 
sioner Cochrane and Rate Expert Fer- 
tig. Had the commissioner not volun- 
tarily withdrawn his ruling and had 
resufed to issue the licenses, Manager 
Avery of the Northwestern National 
would have filed such a suit in the 
court. 








himself without protection that protects. 
Thus the various branches of the busi- 
ness have somewhat different, problems, 
but every form of insurance is affected 
by the common and almost universal 
tendency of insurance commissioners to 
dictate who shall and who shall not go 
into the insurance business. 


Sellman With the Merchants 


Henry G. Sellman of St. Louis has 
become associated with the Merchants 
Life of Des Moines as actuary. F. H. 
Davis, former actuary of the Merchants 
Life, resigned recently and is now asso- 
ciated with Frank J. Haight, consulting 
actuary of Indianapolis. Mr. Sellman 
will also be vice-president. 

Mr. Sellman is well known in insur- 
ance fraternity, having been associated 
with the International Life of St. Louis 
as an actuary for 12 years. Lately he 
has been doing consulting actuarial work 
with headquarters in St. Louis. 





NEW CLUB IS LAUNCHEDBIG . 


AMERICAN NATIONAL MEETIN( 
First Gathering of $100,000 Club 
Home Office of St. Louis Company 
Most Successful 


Metro 
Five 


The organization convention of tigSHOV 
American National’s $100,000 Club he 
in the home offices, St. Louis, June 
9, proved very enthusiastic and succes#§Many | 
ful. F. L. Lynch of Akron, O., won t 
honor of being the first president of t! 
club by producing the biggest numbe 
of applications during the period stipy 
lated. He wrote an application a d 
every day for 90 consecutive days. J. NEW 
Crooks of Marietta, O., was made vic ©. 
president, having written the largesg®2t0" ‘ 
volume of business during the clyjsurance 
year. W. L. Byrd of Fort Worth, Tediment gi 
won first prize in a special contest fa%:. pony 
the biggest volume of written busins . 
between June 1 and 8, when the comg¥™tten 
vention opened. first five 
About 45 agents attended the conventhe _ firs 
tion, every state in which the compan Equitab 
operates being represented. The enter th 
tainment included a banquet Frida growt 
evening, addressed by Branch Rickeygsurance 
manager of the St. Louis Nation Empl 
League baseball club; Harland Reed, Broome t 
member of the company’s board of di@opligatic 
rectors, and Dr, A. G. Hildreth, vie@yond th 
president. Baseball games between th@one of | 
St. Louis Cardinals and Philadelphi@to offic; 
Nationals and Brooklyn were also eyBfor the 
joyed. They fe 
most pa 
ice of 1 
therefor 
way tha 
resulting 
and illne 


Cover 


Program of Addresses 


The program for Friday’s busines 
sessions included an address of welcom 
by James C, Jones, general counsel 
“Why the American National?” J. ¢ 
Crooks, state manager, Ohio and We 
Virginia: “How to Meet Objections 
G, A. Morphew, state manager Illinog§ An eq 
“The Advantages of Optional Setth{§one whi 
ments,” J. C. Harvey, consulting act®§ some en 
ary, St. Louis; “My Best Selling Argu§of them 
ment,” Kratzer, general ageti§ployes ; 
Kansas City, Mo.; “Getting Out YouRgroup i: 
Business,” Earle E. Salisbury, sect@Measy for 
tary; “Why I Selected One of tiBploye’s t 
Younger Companies,” E. J. Heinrici@for the c 
general agent, Houston, Tex.; “VieW§not buy 
points of the Medical Department,” Di@titude. |] 
George Manning, acting medical @Bdays wh 
rector. Mit was 

Addresses Saturday were: “Loyalifmingle y 
to Our Company,” J. A. Peterson, ge™to shake 
eral agent, Parsons, Kans.; “How "become 
Approach a Banker in View of Securit introduce 
His Co-operation,” R. A. Ward, stai@the orga: 
manager, Illinois; “How I  Sect)§ possible 
Settlements With Applications,” W. J organizat 
Gledhill, general agent, Springfield, - supposed 


“How I Solve the Problems of t#¥introduce 
Rural Districts,” G. F. Newell, gene™@™#the plac 
agent, Chickasha, Okla.; “How to Me The resu 


Competition of the Larger CompanifJlabor tur 
in the Cities,” R. Hirsch, home off 
general agent; “Our Investments,” C. 9 
Salisbury, treasurer; “How I Fis 
Prospects,” F. L. Lynch, special ref !avor of 
resentative, West Virginia; “The King sistency « 
of Business That Pays,” Frank Wijing the 

Engel, agency manager. General d@jthere wa 
cussion following the reading of ¢@@§group bu 
paper. ‘ which we 
The $100,000 Club convention will bcerns tha 
come an annual affair. bankrupt 
kind, 

noticed. 
crease in 
force und 


_ One co 


—_—_ Vv 
New “Sunkist Agency” 

W. H. Carter, general agent at Li 
Angeles of the Central Life of “ reduce 
Moines, has adopted the title of “Sus Writin y 
kist Agency” for his organization. M ful j - 
marked the first month in the hist? ad = 
of this agency and the results achie i im in 
reflect splendidly upon the ability % Ww “ene 
Mr. Carter and the members of his ould se 
force in establishing the company in t4gj° get anc 
territory and obtaining an effective & ae 
ganization. Joe Richardson, a, 10” endency 
in the business, who prior to May policies, 
was wholly without insurance ¢xP© Teel that 
ence, led the agency in May with 4 PURBSO even 
duction that would have done credit Hthe histo, 
a veteran. 
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1G GAINS FOR GROUP 
INSURANCE THIS YEAR 


Metropolitan Wrote as Much in 
Five Months as It Did in Ten 
Months Last Year 


SHOWS LOW LAPSE RATIO 


Many Cogent Arguments in Favor of 
Coverage, Which Cause Employers 
to Keep It in Force 


NEW YORK, June 12.—As an indi- 
cation of the growth which group in- 
surance is undergoing in 1923, the state- 
ment given out by the Metropolitan Life 
is convincing. The Metropolitan has 
written as much group insurance the 
first five months of 1923 as it wrote in 
the first ten months of 1922. The 
Equitable likewise reports an excellent 
growth in this branch of the life in- 
surance business. 

Employers of labor have evidently 
come to realize that they have some 
obligation towards their employes be- 
yond the pay envelope. At least this is 
one of the principal motives, according 
to officials of the group departments, 
for the taking out of group insurance. 
They feel that the employes are for the 
most part giving their lives in the serv- 
ice of the employing concern, which 
therefore should protect them in any 
way that it can from the vicissitudes 
resulting from death or even accident 
and illness. 

Increases Efficiency 

An equally important argument, and 

one which probably weighs more with 


Hsome employers, is the fact that many 


of them are convinced that the em- 
ployes are more efficient when under 
group insurance. They say that it is 
easy for a corporation to buy an em- 
ploye’s time and persuade him to work 
for the company. But the company can 
not buy his good will and a friendly at- 
titude. In a small shop, and in the old 
days when most factories were small, 
it was easy for the manufacturer to 
mingle with the men in the plants and 
to shake hands with the old timers and 
become acquainted with them. This 
introduced a friendly spirit throughout 
the organization. This is, however. im- 
possible today in the modern industrial 
organizations and group insurance is 
supposed to be one of the best ways to 
introduce the friendly spirit and take 
the place of the old time handshake. 
The result is greater loyalty and smaller 
labor turnover. 
Business That Sticks 


_ One of the biggest arguments in 
favor of group insurance is the per- 
sistency of this kind of business. Dur- 
ing the depression following the war 
there was a very low lapse ratio on 
group business. Most of the contracts 
which were terminated were with con- 
cerns that retired from business, went 
bankrupt. sold out or something of the 
‘ind. Very few outright lapses were 
noticed. There was of course a de- 
Crease in the amount of business in 
force under many contracts, on account 
of reduced payrolls, but the companies 
writing group insurance were success- 
ful im most cases in showing a slight 
ain in insurance in force, even in 1921, 
on account of new business written. It 
would seem that when help was easy 
he and the margin of profit on every 

siness was small there would be a 
tendency to lapse on group insurance 
pl However, employers seemed to 
spl at it was well worth while and 

even during the worst depression in 
ory of the country the com- 


MAKING INVESTIGATION 


CAUGHT ON SOME MORTGAGES 





Life Insurance Companies Are Looking 
Into the Status of the Collins 
Investment Company 





The life companies that purchased 
mortgages from the Collins Investment 
Company of Oklahoma City, which re- 
cently went in the hands of a receiver, 
have been making an investigation of 
their securities to see whether any com- 
plications are likely to arise. The Col- 
iins Company had a number of life com- 
panies as customers. In order to main- 
tain its position it assumed the respon- 
sibility of paying the interest even if the 
mortgagors did not remit. It thus had 
considerable money tied up in this way. 

It is found that in case of some of the 
more recent mortgages sold, there were 
liens that had not been paid off. Thus 
the life companies come in as second on 
the list. It is thought, however, that 
the Collins Company will be able to 
clean these up so that the loss falling 
on the life companies will be small. 


Did Not Have the Abstract 


The practice has been for the life 
companies to pay the money to the Col- 
lins Investment Company when the re- 
ceipt of the mortgagor was at hand and 
the papers were all ready except the ab- 
stract. The companies then had a year 
to throw back the mortgage if anything 
wrong were found. In some cases the 
companies paid over the money without 
having the abstract. This undoubtedly 
will cause companies hereafter to de- 
mand the abstract to be brought up to 
date before the money is actually paid 
over. The Collins Company had a num- 
ber of commission mortgages and notes 
out, the salary roll was large and inas- 
much as it had advanced several thou- 
sand dollars in the way of interest to 
purchasers of mortgages, it found itself 
in a rigid state. 

Mortgage men say that the federal 
loan banks are cutting into the mort- 
gage business very heavily. They loan 
at 5% percent. The only way that the 
private mortgage companies can get 
business is through superior service. 
Farmers, however, finding that they can 
get money at 5% percent from the fed- 
eral farm loan banks, are patronizing 
these institutions in very large numbers. 








panies writing group showed an in- 


crease. 
Much on Contributory Plan 


Group insurance today is being writ- 
ten frequently on the contributory 
plan. That is, the employe participates 
in the payment of premiums. The com- 
panies of course like to have the em- 
ployers pay as much of the premium as 
they can and will not accept a contract 
unless the employer pays at least 25 
percent. When writing straight life in- 
surance on the group plan the com- 
panies always endeavor to obtain a con- 
tract whereby the employer pays all 
the premium. 

The Metropolitan reports that over 
50 percent of the business now being 
written is on the contributory basis, al- 
though the bulk of the business in force 
is paid for entirely by the employer. 
The Metropolitan is making rapid 
strides with group accident and health, 
which is written almost altogether in 
connection with group life insurance. 
A number of big cases of this character 
have been recently closed, including the 
Frisco and Great Northern railroads. 
the Central Railroad of Georgia, and 
other railroads, as well as the Inter- 
national Paper Company and some big 
manufacturing concerns of that char- 
acter. 

When the policy is written with the 
accident and health feature it is nearly 
always on the contributory plan, as of 
course the premium is much larger and 


RAID ON KANSAS LIFE 


RAIDERS’ IDENTITY UNKNOWN 





Kansas Department Condemns Action 
and Declares Company in Good 
Condition 





TOPEKA, KANS., June 12.—Kansas 
insurance officials would be glad to 
join in any scheme that would stop 
what appears to be a raid on the stock 
of the Kansas Life of Topeka, but there 
does not appear to be anything that 
they can do about it. Sam C. Carroll, 
claim attorney for the insurance depart- 
ment, is supported by Superintendent 
Baker in his statement that there ought 
to be some law that would stop stock 
raids, on life insurance companies par- 
ticularly. 

“The Kansas Life is in good condi- 
tion and the policyholders and the 
stockholders are fully protected,” said 
Mr. Carroll. “Kansas ought to have a 
law that would stop such activities. It 
is such acts as attempting to beat down 
the price of the stock and stir up dis- 
cord among the stockholders that pre- 
vent the building up of big Kansas 
companies. The raiders are doing an 
injury to the stockholders and to the 
policyholders which ought to be pre- 
vented and prohibited.” 


Misrepresent Financial Status 


When the Kansas Life was organized 
the stock was sold at $25 a share, of 
which $5 went into the pockets of the 
promoters. Later they were removed 
from the company and since then it has 
been a life insurance company and not 
a stock investment scheme. 

Those who are conducting the raids 
upon the company are offering $8 to 
$15 a share for the stock and are mis- 
representing the financial affairs of the 
company to get people to sell. Just 
who the backers of the raiding forces 
are is not known but there appear to be 
several interests. The officers of the 
Kansas Life hope to break up the raids 
at an early date. The company has 
been doing a fine business and shows an 
actual profit in each of the past two 
years and the first five months of the 
present year have been better than any 
similar period. The company has _ to 
overcome the prejudice created by the 
stockraiders in selling insurance and 
this is a serious handicap. The com- 
pany has 42.000 shares, most of it in 
small parcels held by Kansans. 


No Consolidation Planned 


“It may be stated now for the present 
board of directors that there is no truth 
in any rumored plans for consolidating 
this company with any other company,” 
said Dr. F. H. Scholle, vice-president 
of the company. “This company is able 
to stand alone. It is doing a fine busi- 
ness in spite of our enemies and we 
have refused to consider any sugges- 
tions of proposed consolidation.” 








the coverage broader. The companies 
find that where the contributory plan 
is to be used the accident and health 
feature is of great aid in selling the 
employes who like to feel that there is a 
possibility of them benefiting directly 
as well as protection being carried for 
their dependents. 

The Metropolitan Life has found that 
where group insurance is written on the 
contributory plan that it is not enough 
to pay the claims and collect the premi- 
ums. It has therefore organized its 
group department to keen the business 
in force. It has extended all of the 
services rendered to industrial policy- 
holders to group policyholders in the 
matter of information. nursing service 
and the like. In addition it keeps 
up a continuous advertising campaign 
as to the advantages of group insurance 
to the employes. The employer does 
not object to this as of course it keeps 
before the employe that the concern is 
doing something for him. 

















SICKNESS PREVENTION 
THROUGH ADVERTISING 


Robert Lynn Cox Tells of Metro- 
politan Life’s Plan and 
Returns Gained 


URGES NEWS COMPETITION 


Believes Advertising Columns Should 
Develop Into Distributers of 
News and Health Aids 





ATLANTIC CITY, N. J., June 11.— 
In an address before the convention of 
the Associated Advertising Clubs of the 
World in this city last week, Robert 
Lynn Cox, second vice-president of the 
Metropolitan Life, explained the pur- 
pose and value of that company’s health 





ROBERT LYNN COX 
Vice-President, Metropolitan Life 


advertising and urged all companies and 
all lines of business to do the same 
wherever possible. He urged advertis- 
ers to develop their columns into worthy 
competitors of the news columns, build- 
ing the advertising columns into as 
readable a section of papers and journals 
as the reader section. Mr. Cox, after 
briefly outlining the history of the de- 
velopment of health prevention, said in 
part: 
Responsibility for Health 


In the present social organization, be- 
cause of our relation to and dependence 
upon one another,’ responsibility for 
health is becoming more and more one 
that is shared by institutions, municipal- 
ities, the state and the nation. Becom- 
ing then a public question, health promo- 
tion by disease prevention demands at- 
tention from every thinking individual, 
every institution, every unit of govern- 
ment, local or national, and invites their 
fullest cooperation, 

But before effective participation can 
come there must be the widespread dis- 
semination of knowledge. Heretofore 
the knowledge of preventive measures 
has been confined too largely to the 
scientists, a small percentage of our pop- 
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Che Trouhle with The 
PSitth Chapter of Genesis 


HE difference between an autobiography 
and a biography is the difference between 
the living and the dead. Compare for a 
moment the obituaries in ‘‘Who’s Who” 
or the Congressional Directory with those 
in the Bible. There is hardly as much 
in the whole Fifth Chapter of Genesis 
as there is in one lively sketch in either 

of the other two publications. Enos lived 905 

years ‘‘and he died.”’ Cainan lived 910 years ‘‘and 

he died.’’ Jared lived 962 years ‘‘and he died.” 

Methuselah lived 969 years ‘‘and he died.’”’ And 

so on down the list. Stenographers were not on 

hand in those good old days. It was difficult to 

use a hammer and chisel. ‘‘He died,’’ ‘‘She died,”’ 

| “They died,”’ sufficed, and became the simple 
funeral dirge down through the ages. 

| What you do should get you your real in- 

scription on the tombstone. Deeds alone should 

count. Up in Quebec there stands a shaft on the 

Plains of Abraham. Across its base is simply 

“Here died Wolfe, Victorious.’’ A million pages 

of history could not tell as much. Miles away in 

Philadelphia, stamped into a common, broken 

brownstone slab are but two words ‘‘Benjamin 

Franklin.’’ Amid the ruins of Rome they have 

found another piece of marble above an ancient 

grave with this upon it ‘‘Marcellus—after him, 
no man.”’ The subject of death is cold-blooded, 
but we all must die. None survives. Cities of the 
dead outnumber the cities of the living. What 
shall be above the graves in which we lie? Go 
through any cemetery and see the number of 
monuments with ‘‘a thoughtful and loving hus- 
band” thereon. Go through the same towns and 
hear the neighbors say ‘‘Poor Mrs. Jones— Mr. 

Jones left her nothing.’ Earn the inscription 

on your tombstone. Don’t let your dear ones say, 

“Oh, if every wife knew what every widow knows, 

every husband would be insured.”’ 
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ulation. The problem of the future in 
eliminating sickness, and thereby post- 
poning death, is mainly an educational 
one—the broadcasting of knowledge of 
the ways and means by which univer- 
sally desired ends can be realized. 

Numerous semi-public institutions are 
active in health promotion. The national 
government is doing a part. The several 
states and cities are helping in so far 
as their limitations will permit. Prac- 
tically all of them do a certain amount 
of preventive work and enforce more or 
less effective regulations for the control 
of diseases after they appear. But ex- 
perience proves that control is not the 
most effective way of eliminating sick- 
ness. Preventing it is. 


Is Up to Organizations 


Governmental units, such as _ city, 
county, state and nation have not been 
unaware of the desirability of making 
education in disease prevention univer- 
sal, nor have private, semi-public and 
public institutions entirely overlooked 
the importance of it. But all have been 
handicapped through lack of funds to do 
it with—funds withheld by tax-payers 
or stockholders, or copartners, because 
they had not learned and could not be 
made to see that death postponement 
pays dividends in dollars as well as in 
sentiment. 

Now it happens that the business with 
which I am connected is accustomed to 
measure life in terms of its economic 
value. We see in a full grown man, 
possessed of average physical and mental 
equipment, a being that is worth to the 
world more than his board and keep. By 
the same token we see in his untimely 
death an economic loss to the world, It 
is our business to insure the individual 
against this loss. This is accomplished 
by the simple process of prorating the 
loss scientifically among others insured 
who are fortunate enough to keep on 
living. 

Health Promotion Is Disease Prevention 

I have said that the great field of 
health promotion is the wholesale busi- 
ness of disease prevention; that it is a 
subject of universal interest, and, there- 
fore, all we need to do to get every one 
behind the movement is to convince the 
public at large that many of the worst 
diseases are preventable and to show 
how to prevent them. 

Disease cure means hospitals, and doc- 
tors, and medicine, and nurses. Disease 
prevention means, in the main, merely 
dissemination of scientific knowledge. 

Now, what is advertising but the dis- 
semination of knowledge, whether the 
knowledge disseminated be that you get 
good safety pins cheap at Mr. Blank’s 
store, or that longevity will be promoted 
and happiness increased through the pre- 
vention of disease? In this assembly I 
might perhaps classify as advertising all 
of the Metropolitan Life’s educational 
efforts to promote health. This includes 
booklets and other printed literature cir- 
culated by the millions—posters, moving 
pictures, radio broadcasting, health ex- 
hibits, magazine articles, last and per- 
haps least, paid-for space in periodicals. 


Metropolitan’s Theory 

The Metropolitan display advertise- 
ments on health, appearing in the maga- 
zines, have a theory behind them, sur- 
prising as that may seem to some of you, 
and that theory may be of interest to 
you as advertising men. 

We believe that a business institution 
that has been favored with public pat- 
ronage to a point where its customers 
(in our case policyholders) number one- 
sixth of the entire population of the 
United States and Canada—men, women 
and children—should be willing to print 
welcome and useful information gleaned 
from a wealth of company experience, 
without exacting in exchange therefor, 
any sort of trade or business dealings 
from readers of its advertisements. 

An actual examination of 193 adver- 
tisements in a recent issue of a leading 
journal disclosed only one that did not 
make the benefits they so glowingly por- 
trayed, contingent on the transaction 
of business with the advertisers. It may 
be foolish for an insurance company to 
declare and distribute advertisement 
dividends to readers right on the spot, 
regardless of whether or not they ever 
become customers, but the Metropolitan 
Life’s efforts along this line seem to 
have the merit of novelty at least. 


Should Compete With News 


A highly developed advertising tech- 
nique has brought the advertising pages 
of our leading magazines up to a point 
where they sometimes compete almost 
disastrously in art and thought and dic- 
tion with the text pages of such maga- 
zines. May we not suggest that at least 














many of the so-called “big advertisers” 
might well discard entirely the “trade 
with us and save money” attitude, and 
hereafter compete directly and keenly 
with newspaper and magazines editoria| 
pages? 

Surely such a policy carried out by al) 
advertisers with skill like that now em. 
ployed in exploiting the virtues of their 
several products would produce myriads 
of 100 percent readers of the advertising 
columns and, perhaps, by increasing the 
demand for trained editorial writers, it 
might put their salaries up to a point 
where they would compare favorably 
with wages now being paid to bricklay-. 
ers, plasterers and plumbers! And why 
not? Why not, even at the risk of such 
an unprecedented overturning of well- 
established economic custom? 


Does It Pay? 


Another question. Why should we 
business men leave it to newspaper ané 
magazine writers to dig out the inter. 
esting things that we have learned jp 
and about our business and to philoso. 
phize upon them at so much a line, whilk) 
we ourselves neglect the opportunity « 
tell in our own way what the pubii 
would like to know about us? 

Yes, I heard your question: “Will it 
pay? Will what you seem to be calling 
a public-spirited editorial style of ad. 
vertising pay?” Is such work effective’ 
Did it pay? Is it the business of a life 
insurance company to concern itself 
about the physical welfare of the peopl 
as a whole? Let us see. Through its 
nursing service, periodic examination of 
policyholders, clean-up campaigns, co- 
operation with and help from the many 
established health agencies, distributio 
of health messages in many ways ani 
as widely as possible, 52,000 fewer of 
our industrial policyholders died last 
year than would have died under the 
death rate of 1911, the first year for 
which mortality statistics comparabl 
with later years were compiled by th 
company. Measured in terms of length- 
ened life, this meant an average of eight 
and one-half years added to the life ol 
our industrial policyholders. Measurei 
in dollars and cents, it meant the pay- 
ment in 1922 of $11,828,000 less in death 
claims than would have been paid if the 
death rate of 1911 had prevailed in 192 

Surely the experience of our company 
shows that health promotion work has 
paid the 20,000,000 policyholders who ar 
the owners of our company and who ge 
all the savings we can make in the cost 
of their insurance through lengthening 
the average human life. 





Humanitarian Value 


Then there is, of course, the sentimen- 
tal or humanitarian aspect; that which 
takes into consideration the misery ané 
suffering that has been obviated, the sor- 
row from bereavement that has _ beet 
avoided, In this world where the search 
for happiness is man’s chief occupation 
that achievement alone might justify al 
that it cost. Be that as it may, we reach 
the conclusion that dissemination of in 
formation concerning disease preventio 
in the ways we have followed, pays— 
pays in dollars—pays in other ways, ane 
if engaged in generally by business ') 
terests would pay the country as 4 
whole. 

If all those who are in possession 0 
the vital truths of health promotion 
would join, through advertising, in so¥- 
ing them broadcast in the wide and fer 
tile fields of public interest, what * 
harvest there would be—what a harves 
of longevity and happiness for mankine 
at large! : 

Bill Passes Illinois House 

House Bill 630 was passed by the Ill 
nois house this week, this bill providing 
that the law requiring a deposit of tf 
serve and registration of policies am 
annuity bonds by life insurance comp* 
nies with the state superintendent of !® 
surance shall apply to fraternal bene® 
societies organized in Illinois. It doe 
not apply to any society doing a lit 
insurance business on the assessme? 
plan. 


Travelers Capital Increase 


The special meeting of the stockholé- 
ers of the Travelers to act in the matte’ 
of increasing the capital stock from vi 
500,000 to $10,000,000 was held June e 
in accordance with the notice given Ma 
4, following a meeting of the directo™ 
on that day, when transfer books we" 
closed. The par will be $100 and t 
stock will be offered in the ratio of 
share of new for three of old. 
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UNEMPLOYMENT COVER 
DEVELOPMENT TRACED 





History of New Insurance Dis- 
cussed by Actuaries at Chi- 
cago Meeting 





REGARDED AS HAZARDOUS 





Marcus Gunn, in American Institute 
Paper, Sees It as Desirable, 
Though Doubtful 





A detailed account of the history and 
characteristics of unemployment insur- 
ance was given by Marcus Gunn, actu- 
ary of the American Central Life, in a 
paper presented before the annual meet- 
ing of the American Institute of Actu- 
iares in Chicago this week. In the 
course of his paper, Mr. Gunn said that 
such insurance was desirable and every 
effort possible should be used in the at- 











MARCUS GUNN 


tempt to develop a workable basis for 
it, though he doubted if any present 
scheme would permit of the profitable 
handling of such a risk. Mr. Gunn 
traced the history of the movement in 
Europe, emphasizing the differences be- 
tween the plans suggested so far in this 
country and those in operation in 
Europe. He spoke of the many different 
factors that affected this subject, mak- 
ing it difficult to locate any definite 
actuarial basis for computing a rate. 
No Basic Figures 


Mr. Gunn first spoke of the inaccuracy 
and inadequacy of the present unem- 
ployment figure, with the result that 
there is no basis upon which to work. 
Also, what figures are available show a 
wide variation in the rate of unemploy- 
ment in various occupations and in- 
Custries, so that an extensive system of 
Class rating woild be necessary. He 
showed that a difference exists in the 
unemployment ratio in winter than in 
summer, seasonal fluctuations being 
marked in some trades. This is also 
Sreatly affected by the age group and 
unemployment appears to develop in 
cycles as between years of different 
Prosperity. In tracing the history of 
the movement, Mr. Gunn first discussed 
the system of unemployment insurance 
ounded by the Canton of St. Gall in 
“witzerland in 1894, which lasted but 
two years, being given up with a deficit 
in the benefit fund. He also spoke of 
the system founded at Ghent, Belgium, 
m 1901, that in Leipsig, Germany, in 
1905, the Denmark act of 1907 and the 











Friend to Friend 


It was a friend to friend tribute 
which the agents of The Lincoln Na- 
tional Life Insurance Company paid 
to President Arthur F. Hall during 
May, the month marking his fifty-first birthday. 





ARTHUR F. HALL 


The earnest zeal of that campaign is reflected in 
the report that a larger number of applications were 
written by Lincoln National Life agents during 
May than were secured in any previous month in 
the history of the Company. 


Every Lincoln National Life producer was out 
on the job tooth and nail to honor by service re- 
sults the man who founded The Lincoln National 
Life upon the ideal of service, and who has always 
maintained as the highest ambition of The Lincoln 
National Life organization the best possible effort in 
co-operation and helpfulness. 


Lincoln National Life agents appreciate the bene- 
fit of this friendly co-operation which awaits all who 





The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Indiana 
Now More Than $260,000,000 In Force 
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‘‘Nothing humbler than ambition 
when it is about to climb.”’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


. The Franklin has a splendid tradition for 

“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious ser- 
vice. 
That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884. 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 














Capital $200,000 





T= life insurance agent who wishes 
to obtain the representation of a 
reliable and preeminently honest com- 
pany will find The Gem City Life 
admirably suited to his needs. The Gem 
City will equip its agents to write all 
forms of personal protection and in one 
good strong company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I, A. MorRRISSETT, VICE-PREs. 


DAYTON, OHIO 





national insurance act of 1912 in Great 
Britain. 
Reviews American Plans 


Mr. Gunn then passed to a discussion 
of the proposed American systems, say- 
ing in part: 

In the United States so little is known 
about the rates of unemployment in dif- 
ferent industries that there is no basis 
for public unemployment insurance of 
the kind provided in England. The 
pioneering which was done by the trade 
unions and employers in England before 
its act was passed has not yet been 
started in this country. The expense of 
such insurance which has proved burden- 
some in England would be more so here 
because the percentage of unemployment 
is much greater and because there are 
no private organizations to furnish ex- 
periences on which to build, 


Bills Up in Several States 


Bills providing for compulsory unem- 
ployment insurance have been introduced 
in several state legislatures. To date 
none of them has been passed. In Wis- 
consin an unemployment insurance bill 
was introduced by Senator Huber, Jan. 
25, 1923, and referred to a committee. It 
provides for compensation to be paid 
weekly to a workman during unemploy- 
ment by his last employer. The com- 
pensation provided is normally $1.00 per 
day, but in no case is to exceed 65 per- 
cent of the workman’s usual wage, and 
such compensation shall not continue for 
more than 13 weeks in any one calendar 
year or in a greater ratio than one week 
of compensation to four weeks of em- 
ployment during the two preceding 
calendar years. The bill is drawn with 
many special provisions to take care of 
unusual circumstances. Some of the 
more general provisions are as follows: 
To qualify for compensation an employe 
must have been employed within the 
state for at least 26 weeks during the 
two preceding calendar years. Compen- 
sation is to continue only while the em- 
ploye is able to work and unable to ob- 
tain suitable employment and only while 
be conforms to certain rules in regard 
to reporting from time to time. It is 
specifically provided that a workman 
drawing compensation may refuse em- 
ployment which is made available be- 
cause of a strike or a lockout. If a 
workman loses his employment through 
misconduct or because he voluntarily 


leaves it, he is not entitled to com- 
pensation. If the unemployment of a 
workman is due to participation in a 


strike or a lockout by his employer, he 
is not entitled to compensation during 
the continuation of such strike or 
lockout. 

Special provisions or exceptions are 
made for seasonal or casual employ- 
ments. Careful provisions are included 
for the manner of making claims for 
compensation and for contesting claims 
and for hearings in connection with 
claims. Unemployment due to an act of 
God is excepted from compensation. No 
agreement by an employe to waive his 
rights to compensation is valid. 

A bill was introduced in the Massa- 
chusetts legislature in 1922 which is in 
many respects similar to the Huber bill 
in Wisconsin. 


Expensive Proposals 


The systems which the Massachusetts 
and Wisconsin bills propose would prob- 
ably prove interesting though expensive 
experiments. They approach the prob- 
lem from an entirely different angle than 
do the European public systems. The 
fact that the employers in each group 
of industries would have to carry the 
load of the compensation for unemploy- 
ment of their group would operate to 
bring concerted action by each group to 
increase regularity of employment. 
Theoretically the cost of the compensa- 
tion can be passed on by the employers 
to the consumers except in industries in 
close competition with employers in 
other states who do not have to pay un- 
employment compensation. It might be 
possible to pass the cost on to the work- 
ers. If the system were economically 
and efficiently carried out, the workers 
might prefer employment in Wisconsin 
at a slightly lower wage than in a 
neighboring state where they would not 
have the advantages of unemployment 
compensation. The system, if put into 
force, would make available in time 
very definite statistics on unemployment 
in different industries. 

Other arguments which are advanced 
in favor of these bills are: That the 
necessity which employers would be 
under to provide compensation would re- 
sult in checking over-expansion in good 
times because every new employe is a 




















potential liability if it is found necessary 


to reduce the working force; that un- 
employment compensation will operate 
in a manner similar to compulsory com- 
pensation for industrial accidents, which 
has been successful both as a preventa- 
tive and a relief of suffering; that by 
the removal of the fear of unemploy- 
ment industrial unrest will be decreased: 
that the cost of unemployment belongs 
to the industry as much as the cost of 
accidents. 

It is important to note that no system 
attempts to pay benefits or compensation 
for more than a limited period which is 
ordinarily considered sufficient for the 
worker to find employment in ordinary 


times. In times of continued general de- 
pression the systems are all ineffective 
after the expiration of the benefit 
periods. 


Not Feasible for Private Company 


It is to be hoped that a system will 
eventually be developed which will result 
in averaging the earnings of individual 
workmen between good and bad times, 
and also distribute the burden of un- 
employment in any one industry be- 
tween all the workers exposed to the 
risk of unemployment. It seems possi- 
ble that such a development can take 
place gradually through voluntary as- 
sociations and concerted action of em- 
ployers without the necessity of com- 
pulsory public measures. 

It is hard to conceive, in the light of 
the present fragmentary and inaccurate 
statistics on unemployment in this coun- 
try and the many difficulties in the way 
of a distant corporation determining that 
a certain worker is unemployed, that 
unemployment insurance can be under- 
taken by a private insurance company 
with any degree of success. Although 
unemployment comes in most cases as 
the result of causes beyond the control 
of the individual, there are too many 
occasions when the individual can very 
easily foresee it. There are too many 
in which his conduct affects his 


ways 
employment with the resulting oppor- 
tunity for him to exercise selection 
against the insurer. The risk seems 


hardly comparable with the risks insured 
by our present insurance companies, not 
excepting companies conducting health 
insurance. At least there can be little 
doubt that the undertaking of such in- 
surance will not be possible for private 
insurance companies until accurate sta- 
tistics are available on which to base 
premium rates, and until employment 
bureaus or labor exchanges which can 
safeguard the interests of the companies 
are in existence. It also seems neces- 
sary to have insurance compulsory on 
every member of a class of risks so that 
there will be no selection against the 
insurer due to the better individual risks 
remaining uninsured. 


Big Assureds Shun Publicity 


Most men who are taking out large 
amounts of insurance are requesting that 
no publicity be given to their action. It 


ing a large line of insurance find their 
way into print. When attention 1 
focused on a man who has taken out @ 
large amount of insurance the revenut 
department immediately gets busy and 
probes into his income tax return. He 
becomes a target for a multitude of de- 
mands for contributions to various ét- 
terprises. He is sought out by those 
desiring to interest him in all kinds 0! 
investments. The public gets an idea 
that he is probably a profiteer and there 
were be more or less prejudice against 
his particular corporation. Hence, his 
insurance operations he desires to keep 
quiet. 


Writing No-Examination Policies 


The Travelers has again undertaket 
a June campaign for business withow! 
medical examination on all policyholders 
who have been passed for insurance 
within the past two years. The com 
pany received remarkable results iro™ 


this campaign last year, writing 4 .: 
the 


volume of follow-up business on ™* 
strength of the offer and finding "J 
especially desirable business, causing 0 
trouble in the way of undesirable risks 
The company takes risks that wet 
either accepted by the company “ 
passed, though the policy was tel 


taken, within the past two years, 
maximum written being $10,000, © 
the further provision that the polit! 
holder has not over $90,000 insurance 
A large June business is anticipate® 


with 
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[ me the first week in September a three-day conven- 


tion of The National Association of Life Underwriters 
will be held in Chicago. It will be the most largely attended gathering 
of life insurance salesmen in the history of the business. Antici- 
pating an unequalled attendance, arrangements have been made to 
hold the business sessions in Medinah Temple on the near north side of 


Chicago, Medinah having the largest seating capacity of any theatre in 
Chicago. 


When this convention is on, the life insurance men of 


the country will be vitally interested in its proceedings. 
The officers of the National Association intend to make it a convention 
that will be valuable principally to the man carrying the rate book. In 


other words, it will be a gathering of salesmen who will tell each other 
“how they do it”. 


Realizing the unusual interest that life insurance men all 


over the country are going to take in this meeting, The 
National Underwiter has arranged to publish at the close of each day's 
session a special edition with a full report of that day's proceedings. 
Three such daily issues will be produced while the meeting is on, each 
covering fully every feature of the day and containing photographs of 
all of the speakers and leading delegates. The National Underwriter 
thus proposes to give daily newspaper service in connection with this 
convention. 


The National Underwriter Co. 


CHICAGO NEW YORK CINCINNATI DES MOINES 
175 W. Jackson 80 Maiden Lane 420 East Fourth St. 307 Iowa Natl. Bank Bldg. 
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Fourth Anniversary 


H 
LIBERTY LIFE 
INSURANCE COMPANY 


OF KANSAS 
Liberty Life Building Topeka, Kansas 


The History of The Liberty Life Is a Record of Promises Kept 


As Is Evidenced By the Following Statement: 


Assets 
Bla G, BOD. ccccccccccccccccccccccceccccscssces $125,000.00 
lt Wis OR cececacices - Peep . $170,510.29 
PS | Pre . $423,144.71 


June 30,  ausenammamaene: om 
December 30, 1922 $888,242.27 


May 5, 1923 $1,038,314.56 


Insurance In Force 


June 30, 1921. Face 
June 30, 1922..............-. .$11,851,500.00 


December 30, 1922 . . . $12,822,200.00 
May 5, 1923 . $14,395,700.00 


Cash Paid te Policyholders and Beneficiaries Since Organization $129,726.25 
Dividends Paid to Policyholders $105,547.04 


From May 6, 1921, t. May 6, 1923, (the first two full dividend paying years of the 
Company), The Liberty Life of Kansas paid $56,406.00 more in dividends to its policy- 
holders than were paid by any other life insurance company during a similar period. 
Of the three companies paying the next largest amount in dividends during their first 
four years, one had a slightly larger amount of insurance in force and the other two 
companies had practically the same amount of insurance in force as The Liberty Life. 


Desirable Territories Available for Good Men. Write Home Office. 











Agents Wanted! 


For Attractive Contracts 


Write to 





J. M. Yoes, 
Secretary 


J. C. Stribling 
President 
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REVIEW AGENCY WORK 
RESEARCH BUREAU’S MEETING 


Developments On Several Topics of 
Current Interest Discussed by 
Life Executives 


NEW YORK, June 13.—The informal 
conference of members of the Life In- 
surance Sales Research Bureau, held in 
this city June 11-12 to discuss current 
agency work, resulted in 
some illuminating discussion on topics 
of great interest to agency executives. 
The big topic of the meeting was “Find- 
ing Keys to Successful Agency Manage- 
which is along the line of the 
principal work this year. 
Seventy-two delegates were present, 
representing 37 companies. 

Holcombe Reports on Work 


The discussion on agency management 
was in charge of J. M. Holcombe, Jr., 
of the bureau, who reported 
on the work done in 19 agencies. The 
bureau during the year will inve stigate 
carefully the methods in 50 agencies of 
all sorts and sizes, the results to be 
made up into a loose leaf manual. All 
this work is being done with a view 
to help the home offices to give in- 
creased assistance to the general agents 
in organizing their territory. The con- 
clusion of those in attendance was that 
agency men should not make flying 
visits to general agents but should be 
prepared when they call to give con- 
siderable time to consultation, showing 
each general agent how others have 
successfully met the problems that face 
him. 


Getting Right Type of Men 


In discussing the right type of man 
te be attracted to the business it was 
decided that the study of agency forces 
by questionnaire is not satisfactory, 
owing to the fact that a cross section 
of the field force can not be obtained 
because only a certain type of agent will 
fill out the blank. During the coming 
year members will as far as possible use 


.a standard application blank for new 





agents, and a year from now an analysis 
of these men will afford valuable inform- 
ation. One interesting fact brought out 
was that the best time for a man to 
enter the life insurance business is be- 
tween the ages of 30 and 45. He 
reaches his period of greatest produc- 
tivitv about five years later, the biggest 
producers being between the ages of 35 
and 50. 
Handling Agency Routine 


Valuable points were brought out on 
handling agency department routine. 
Oliver Thurman, superintendent of 
agents for the Mutual Benefit, said the 
aim should be to select men to fit the 
main functions of the agency depart- 
ment, rather than to develop lines of 
endeavor to fit in with the personnel 
of the agency office force. 

The Canadian companies have de- 
veloped the cost analysis to a far better 
degree than the American companies. 
J. W. Simpson of the Sun Life of 
Montreal showed the forms used by his 
company in gathering information on 
the cost and character of the business 
written in any agency. 

Outside speakers at the meeting were 


Superintendent Stoddard of the New 
York department and Carl Snyder, 


chief statistician of the Federal Reserve 
Bank of New York, who showed the 
curve of business over a 50-year period. 
i1e said with the formulae possessed to- 
diy life insurance companies could have 


predicted roughly 30 years ago the 
volume of business written the past 
three years. 


Aetna Life Leaders Meet 


A conference was held Wednesday at 
the Hartford Club of the leading life in- 
surance producers for the Aetna Life. 
Among the speakers were many of the 
home office officials. 


SHOW POPULAR FORMS 
CONTRACTS OF BANKERS LIFE 


Iowa Company Classification Shows 
Policy Paid Up at Age 75 Is the 
Leader 


The Bankers Life of Iowa in going 
over its policy forms for 1922 finds that 
its life policy paid up at age 70 con- 
tinued to be the most popular contract 
with the agents. During the last five 
years this policy has made a steady 
growth. The percentage of total busi- 
ness on this form in 1918 was 44.12 and 
last year was 67.78. Comparison of 
figures on a 20 payment life policy 
shows first an uptrend and then a down 
trend during the same period. The 
percentage of such business in 1922 was 
the lowest of any year in the five year 
period. The percentage of ordinary life 
business in 1922 showed a slight gain as 


compared with 1921 but a decrease as 
compared with preceding years. The 
18-payment life policy showed an in- 


crease in 1922 as compared with 1921 
The term business last year was 6.39 
percent of the total. The comparative 
statement of the distribution of the busi 
ness of the last five years is as follows 


OBJECT TO SEVEN-YEAR RULE 


Supreme Court for Ruling on 
Old By-Law 


fraternals, has appealed to the Nebraska 

supreme court for a ruling as to the 

validity of a bylaw adopted in 1908 by 

which it seeks to avoid the operation o! 

the seven-year absence rule as te rminat- 

ing and making payable the avails of 

life insurance policies. This bylaw pro- | 
vides that the death of a policyholder 
will not be assumed for the purpose 0! 
the insurance contract until there has 
elapsed the full term of expectancy o! 
life as provided for in the National Fra- 
ternal Congress mortality tables. This 
bylaw has been upheld by the supreme 
court of Illinois, and construed to b 
reasonable and as meaning that the date 
of disappearance shall be the basis 0! 
the computation of expectancy. 

The Clay county, Neb., district court 
refused to give such credit in a case 
brought by John Joseph Cunningham 
as soon as he reached the age of 21, 0m 
a policy on the life of his father, whe 
was last heard of in Kansas City m 
1911. The fraternal society lawyers 
contend that as it has available for pay- 
ment of policies only the sums contrib- 
uted by members, the seven-year ruk 
should not be applied to its policies 


Lincoln Life to Move 


The Lincoln Life of Nebraska has 
leased the rooms in the First Nationa 
block at Lincoln. now occupied by the 
Midwest Life, and will occupy them 
June 20. The Midwest recently pu 
chased a block at Fourteenth and 
streets, and has secured the vacation” 
enough rooms to house its offices The 
Lincoln Life devoted its major act™! 
ties, until about a year ago, in develop: 
ing the accident end of the bu siness 
but President O. J. Collman says it 18 
emphasizing the life department! 


now 
with very gratifying results. Guy ™ 
Reed, until recently one of the men ™ 
charge of the life denartment. has = 
signed to go with the Harris Trust 





Company of Chicago. 





1918 1919 1920 1921 1922 | 
Co c c c , 
Paid- up age 

Parr. 44.12 52.58 59.30 67.00 67.78 
20 pay life. 10.51 13.33 14.49 10.38 8.2 
=. Fer 8.86 8.44 5.98 4.82 5.25 
Semi-End, 70.17.33 7.75 4.87 3.71 2 
5 and 10-yr. 

Me baenee 8.09 7.26 5.11 6.05 6.39 
18 pay life. 7.48 6.59 7.15 4.84 5.95 
20-yr End 1.32 1.88 1.46 1.41 1.45 
. wechews 2.29 2.17 1.64 1.79 1.76 


Modern Woodmen Has Appealed to 


The Modern Woodmen, one of the big | 
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lial $ 1, 000, 000 “Air 
Policy on 5 Mee 


POLICY for $1,000,000, covering 
A accident or death only in case of 

flying, has been written by Lloyds 
of London on the life of Capt. “Eddie” 
Rickenbacher, American flying ace dur- 
ing the war and one of the officers of 
the Rickenbacher Motor Company of 
Detroit. The officers of the Ricken- 
bacher Company have attempted for 
some time to obtain a life insurance pol- 
icy on his life, covering this risk, but 





have never been able to. All the life | 


insurance which Captain Rickenbacher 
carries, which is considerable in the to- 
tal, exempts injury or death while fly- 


ing. The annual premium on the Lloyds | 


policy will be $5,000. 

Captain Rickenbacher, as all other 
flyers, contends that so far as the ele- 
ment of chance is concerned, there is 
more danger on congested roads in an 
automobile or on a railroad track than 
there is in an airplane, when the pilot 
knows his business and does not attempt 
stunt flying. Captain Rickenbacher uses 
airplanes considerably for traveling 
about the country on inspection tours 
and feels that some protection should 
be carried, although in his mind this 
form of traveling is comparably safe. 


Drive for Term Business 

The Kansas City Life is giving during 
June an extra bonus of $2 per thousand 
on term insurance, in order to induce 
its agents to write a large amount of 
this kind of business. In justification 
of its action, it states in its agents’ bul- 
letin: 

“There is an unlimited number of 
farmers, business men and others, who 
are in need of cheap temporary protec- 
tion at this time, which can be furnished 
them by you in the form of term insur- 
ance. 

“You are afforded this opportunity to 
add to your list of policyholders a large 
number of men who will, later on when 
their financial condition permits them to 
do so, be in the market for some insur- 
ance on a permanent plan. 

“The man who is willing to buy tem- 
porary insurance to protect his indebt- 
edness, or to take advantage of his 
present age, is a believer in life insur- 
ance, and experience has shown that 
later on he will change the contract to 
some of the other plans.” 

It hopes to write $5,000,000 new term 
business during the month. 


Day Is Denver Speaker 


Eighty members of the Colorado As- 
sociation of Life Underwriters gathered 
at the Denver Athletic Club last week 
to honor Darby A. Day, manager of the 
Mutual Life in Chicago, who was on 
his way to the Pacific coast by motor. 
W. W. Winne, president of the associa- 
tion, presided at the luncheon given in 
Mr. Day’s honor. 

In a brief address Mr. Day outlined 
the plans for the national convention in 
Chicago Sept. 5-7. The committee in 
charge of arrangements for the conv en- 
tion is counting on a large attendance 
at that time, Mr. Day said, and many 
Prominent speakers have been secured. 

C. P. Link, tax commissioner of Colo- 
rado, spoke on the taxes and revenue of 
the state. He reviewed the amount of 
revenue received from the state bv taxa- 
tion, and compared the tax rate of Colo- 
tado with taxes in foreign countries, 
showing the tax rate in Colorado is 
much lower. 


Will Scon Get a Secretary 


Edwin T. Swobe, who is organizing 
the Mutual Interest Life. with head- 
Quarters in the Brandeis Theater build- 
ing, Omaha, Neb.. will soon have a 
Secretary appointed to look after the 
details of the company. Mr. Swobe has 
had the policies the company will 
write copyrighted and considerable busi- 


ness will be sold by mail outside of 
Nebraska. 
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PAN-AMERICAN LIFE INSURANCE COMPANY 


CRAWFORD H. ELLIS, PRESIDENT 


NEW ORLEANS, U.S.A. 


THE REDWINE AGENCY 


816 Fletcher Savings & Trust Building 


Indianapolis, Indiana 
June 6, 1923. 


Sales Planning Department, 
Pan-American Life Insurance Company, 
New Orleans, U.S.A. 


Dear Sirs: 


Your Department has been of the greatest help to 
this office both for widening out the prospect lists 
of the old men and for furnishing definite lists of 
prospects for the new men. 


The prospect system which you are using has proven 
to be a great business-getter. If the agents use it up to 
the limit, it will multiply their commissions by ten. Now, 
as for new men, if a General Agent has a new man, or a 
dozen new men, and is worrying about starting them in 
to get business, his problem is solved by your prospect-— 
finding systen. 


Money here is well spent. You can see that the 
agent gets the most good out of each card. If he isa 
loafer, you can soon find out by the way he takes care 
of the prospects furnished him. 


We are strong with you on this Sales Planning 
Department. You have already made us some good money 
and we expect you to make us some big money from now 
on. We are going to get up a report and show you just 
how much money we have made through the Sales Planning 
Department. We know this will be interesting and 
pleasing to you. 


Yours as always, 


THE REDWINE AGENCY. 











We have a few General Agency Openings. Our contracts are liberal 


Address 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 
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DO MEN WANT 
LIFE INSURANCE? 


Is it possible to present the idea of protection in such a way that 
the presentation will a pleasure to the salesman and will 
strike a responsive chord in the prospect’s mind? 


NATIONAL FIDELITY field men are shown how to harmonize 
the complete, modern insurance service of this Company with the 
individual desires and needs of the prospect, thus establishing a 
happy and profitable relationship on a sound basis. 


Do you know what it means to represent a company which builds, 
with intelligence and certainty, a body of WILL in each 
community where its representatives operate? 
Can you apprciate the practical value to you of working with a 
Company whose standard of risk limitations is such as to increase 
the field of good prospects by at least 12%? 


These are but a few of the advantages which go with a NA- 
TIONAL FIDELITY Agency Contract. 


Some choice open territory in Missouri and Kansas right now. If 
interested in openings in these states, or in Iowa, Minnesota, South 
Dakota, Nebraska, Illinois, Oklahoma and Texas, write at once to 


Field Service Department 
Thirteenth Floor Federal Reserve Bank Building 
Kansas City, Mo. 

RALPH H. RICE, President 





HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 

i policies contain a valuable Disability clause and are guaranteed by State 


Endorsement. (Go0p CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas’ 








CONFIDENCE 


—A woman's invaluable asset; a 
child's unquestioned heritage. 


—Their priceless possession when 
the support of the husband and 
father has been removed. 


—A product of 77 years’ success- 
ful Life Insurance experience. 


The Connecticut Mutual 


Life Insurance Company 
Hartford Connecticut 


























table in the Cosmos Club in Wash- 

ington in the early part of 1919. 
One of them had rendered valuable 
service to the nation in connection with 
research work related to airplanes. He 
was a great educator. The other man 
was a life insurance executive. The in- 
fluenza epidemic was on. “How much 
money has been paid into American 
homes by American life insurance com- 
panies through this epidemic?” was 
asked. No figures were available, nor 
have any combined figures ever been 
published. The educator went on first 
to express surprise that no figures were 
available and then said: “I’m just an 
ordinary business man—but why is such 
a great business so much asleep? The 
American people ought to be told what 
life insurance means to the nation.” And 
then he added: “Some day, life insur- 
ance will be so well understood that 
when the householder thinks of his life’s 
necessities, he will think of his insur- 
ance as just as essential to his house- 
hold as he now thinks of sugar.” 

Why not? Some of us who used to 
sell groceries can remember that not so 
very many years ago, if there had been 
a suggestion that soup could be canned 
and merchandised, we would have 
thought the one who suggested it to be 
mentally unbalanced. Some of us can 
also remember the derision with which 
men laughed at the idea that the faith- 
ful, old-fashioned razor could ever be 
supplanted by the safety razor. 


Insurance Gigantic Business 


T iavt men were sitting at a luncheon 


The people of America paid into the 
treasuries of American insurance com- 
panies last year for fire, life, casualty 
and miscellaneous coverage nearly three 
billion dollars. 

Fifty-seven billions of life insurance 
coverage is today protecting less than 
10 percent of risks that ought to be cov- 
ered, and yet the figures are stupendous. 

The combined resources of the insur- 
ance companies of America amounted to 
more than half the entire resources of 
nearly eleven billion dollars. This is 
more than half the entire resources of 
all the national banks. It is within three 
billions of the value of all of our farm 
products, and is more than three times 
the value of our mining products. 


Tied Down by Tradition 


Yet the average man of the street 
looks upon “insurance resources” as a 
great national menace instead of a great 
economic stabilizer. A sleeping giant! 
Tied hands and feet by tradition plus! 
Built soundly? Yes! Suffering from 
growing pains? Yes! 

Like many American enterprises— 
executive attention has been riveted 
upon production problems with little or 
no emphasis upon distribution. To these 
executives production is a_ science. 
Money almost without limit has been 
invested in the physical home plant, and 
its efficiency thereby advanced. Prac- 
tically no study of the marketing prob- 
lems involved in our business has yet 
been made. 

The sleeping giant has grown in spite 
of this evident defect, and it will con- 
tinue to grow—always with limitations 
to its possibilities until such time as its 
busy executives realize that it is a com- 
parative pigmy to what it might easily 
become—with a little better understand- 
ing on the part of its present and future 
patrons. 


Object of Frequent Attack 


Now, the object of frequent attack 
by local, state and national legislative 
bodies—always at the cost of the policy- 
holder—it can be made a veritable foun- 
dation stone of our economic structure, 
so well understood by our citizenship 
that all other enterprises will be open 
to attack before our beneficence and 





AWAKENING THE SLEEPING GIANT 


An Address Delivered Before the Insurance Group Meeting of the 
Associated Advertising Clubs at Atlantic City 


By WINSLOW RUSSELL 








WINSLOW RUSSELL 
Vice-President Phoenix Mutual Life 


service is approached or approachable 
for any kind of reasonable attack. 

Out of forty billions of life insurance 
placed upon the lives of our soldiers 
and sailors, less than a billion and a 
quarter has been converted. More than 
thirty-eight billions of insurance cover- 
age has been cancelled. This notwith- 
standing the fact that Uncle Sam had 
the best service life insurance founda- 
tion in the history of mankind—made a 
permanent institution by law—backed 
by the unlimited resources of our great 
government, with all administrative ex- 
penses indefinitely carried by the tax- 
payer, and a service by way of liberality 
of contract unmatched in the history of 
commercial insurance. What better 
illustration of the need of an awakening 
can be found? 


Public Opinion May Force Action 


But there are other reasons why 2 
little shaking may become necessary. A 
rising tide of public opinion around the 
mounting acquisition costs of insurance 
may soon force our busy executives to 
action. Should such a contingency arise, 
there will be but one answer. A hur- 
ried and expedient campaign of defer- 
sive advertising that can only arouse the 
giant to turn over to the other side and 
with a temporary calming of public 
opinion peacefully sleep on while doing 
only a small part of its potential duty to 
a needy public. 

In any case the continued self-satis- 
faction of our complacent home-offce 
folks transfers the burden of its com 
tinuance to the shoulders of two groups 
—the buyer and the salesman. 


Fault of Present System 


The huge turnover of salesmen—the 
meager average income—the heavy lap- 
sation and other wastage—may neatly 
all be traced to a lack of understanding 
plus a liberal amount of misunderstan¢- 
ing upon the part of the patron. 

The marketing system, or lack of * 
has forced a system of decentralized 
competitive compensation which does 
not permit the realizing of any reaso™ 
able fund for the purpose of creatmé 
a better understanding of our service. 

The salesman understands the need 
but his cost per call is so high that he 
staggers under a load that will not per 
mit him to do what he knows should be 
done. 
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publicity and wonder why any one 
should ever think of that horrible word 
—taxation—as related to our business. 

There is enough salvageable wastage 
in the distribution of the life insurance 
business to carry a great national in- 
stitutional campaign of newspaper, pe- 
riodical, billboard, street car, and film 
advertising indefinitely. There is enough 
sentiment among insurance salesmen to 
bring about a definite reduction of sell- 
ing costs through advertising. 

It is frequently said that insurance 
cannot be merchandised through adver- 
tising. Proof, fortunately, is not in the 
saying it but in the doing it. It has 
never been attempted. 

Only Two Alternatives 


Two kinds of revolution face the 
American insurance business. One or 
the other will be certain to come. 

It may be an enforced advertising 
campaign based upon the principle of 
defense, which will set our business back 
a decade and thereby deprive thousands 
of families of their needed support. Bet- 
ter than that, however, we may well con- 
sider a combined forward movement, 
friendly to the nth degree, setting forth 
institutionally the business of living, not 
the business of dying; the business of 
saving fire loss rather than a burning of 
property; the process of accident and 
disease prevention, rather than the hor- 
rors of death by accident or disease. 
With a community of interest presenta- 
tion should go the story of the purpose 
of our accumulated resources, told in 
simple language; the extent of our serv- 
ice benefits, the fundamental ideals of 
the sharing of the losses of the few by 
the smaller contributions of the many. 


Progressive Revolution Seen 


Very soon we should find the pro- 
gressive revolution setting in. News- 
paper editors, average and human as 
they are, would soon see a vision of 
national service never honestly open 
to attack because of their lack of under- 
standing. 

Ministers of the Gospel could readily 
find a million sermons in the stories of 
gripping human interest we could tell. 
Policyholders could be easily led to 
hold those precious contracts as firmly 
as they now find reasons to surrender. 

Legislators could be easily told what 
most of them now honestly disbelieve, 
that honest insurance was justly untax- 
able. Then, the sleeping giant would 
awaken to render American homes a 
Service that would make even the stag- 
gering figures of sleeping accomplish- 
ment look comparatively as small as 
Stars to the greatest planets. 


Pennsylvania University Sales Course 


Life insurance salesmanship will be 
added to the night course of the Whar- 
ton School of the University of Penn- 
sylvania, in pursuance of a pledge made 
at a meeting of 45 managers and general 
agents of life companies following sev- 
eral conferences with Dr. S. S. Huebner 
of the University of Pennsylvania with 
a committee of the Philadelphia Asso- 
ciation of Life Underwriters, consisting 
of E. J. Berlet, Guardian Life; W. R. 
Harper, Aetna Life; A. P. Shalet. Mu- 
tual Life of New York; Allen D. Wallis, 
Equitable Life of Iowa; and Frederick 
G. Woodworth, John Hancock. 

he course anticipates a thorough 
study study of the fundamentals of life 
msurance, what it is and does, and 
ethical sales methods. [It will be in 
charge of Dr. S. S. Huebner and Prof. 
Herbert W. Hess. A minimum of 100 
Students has been guaranteed. The 
a un'versity entrance requirements 
~~ the Wharton School will apply to 
the students of this course, which in- 
cludes women as well as men. 


Alabama Figures for 1922 


m.. business transacted in Alabama 
922 by ordinary legal reserve life in- 
surance companies, is shown by the 
Preliminary report just issued bv com- 
missioner Julian, as follows: Issued, 
$75,768,001.28; terminated $47 ,003,624.65; 
losses and claims incurred, $3.805.845.82: 
Premiums received, $12,346,758.06. 
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After All 
Is It Really Worth While? 


VER since its inception it has been a tradition with 
the Peoples Life that every agent, both new and old, 
be given every possible form of assistance that the 

company could furnish. 


But has it been worth while? Has it really brought any 
results to the agentsP We know that it has. We know 
that the agency force of the Peoples Life is above average. 
The agents have always responded to that added inspira- 
tion from their home office. They have sensed the value 
and have been quick to respond. 


You life insurance men can likewise become members 
of the Peoples Life family. Once within the fold you 
will find that warm spirit of friendly co-operation mak- 
ing itself manifest at once. 


PEOPLES LIFE 
INSURANCE COMPANY 


Frankfort, Indiana 








































eae ee ee See 


12 


THE NATIONAL 


UNDERWRITER 


June 14, 1923 




















THE NATIONAL 


LIFE INSURANCE EDITION 


UNDERWRITER | 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 














Cc. M. CART werent. 
a ge By BUR 


F 
R. C. BUDLONG. 
gags OFFICE, 420 E. Fourth St., 


NORTHWESTERN OFF ic 


Published Thursday by THE NATIONAL UNDERWRITER COMPANY, Ging, 
Cincinnati a New York. EDWARD WOHLGEMUTH, President; JOHN. F. 
WOHLGEMUTH, Secretary and General anager; H. E. WRIGHT, NORA VINCENT 
PAUL, Vice-Presidents; W WILLIAM A. SCANLON, Southwestern Manager; K. W. 
BLAND, GEORGE C. ROEDING and O. E. SCHWARTZ, A te N g 


RANK A. POST, got Editor 
. Associa 


PUBLICATION OFFICE, “wnata Rachenes. | CHICAGO. eleabene Wabash 2704 
Telephone ICHMAN 
MITH, Statistician; ABNER THORP, JR., Director Life I 


NEW YORE, Core, 80 Maiden Lane, New York; Telephone John 1032 
ORG WATSON, Eastern Vice-President 
S507 lowa National Bank Bldg. 
a» M. DEMPSEY, Manager 





Managing Editor 
E, Associate Editor 


te Editor 


Main 5192, RALPH E. R . Manager 


Service Dept. 








Des Moines, Ia. Tel, Market 3957 








Subscription Price, $3.00 
In PO ener toy fetta} | wee fue = Casualty) $5.50 a year; Canada $7.50 


ayear. Single copies 15 cents 

















Getting Closer to Policyholders 


INSURANCE SUPERINTENDENT STODDARD 
of New York in a recent address com- 
pared the methods of life, casualty and 
fire companies in presenting their wares 
to the public. Mr. Stopparp believes that 
the fire companies particularly are mak- 
ing the mistake in laying so much 
stress on the agents and brokers and 
not allowing themselves to become bet- 
ter known to the policyholders. Very 
few people know in what fire companies 
they are insured. They do know the 
life companies which carry their insur- 
ance and in most cases the casualty 
companies. 

The agent or broker will always be 
an important factor in the selling end. 
It is through this means that most in- 
surance is sold. The agent will always 
make a place for himself. Superintendent 
StopparD took the position that unless 
the fire companies succeeded in getting 
in closer touch with the policyholders 
they would never be defended when 
unjust attacks were made. The policy- 
holders do not feel any loyalty toward 
the companies, do not know their names 
and are indifferent or even hostile when 
the batteries are turned on insurance. 
They simply know the people who sell 
them the policies. 

Mr. Stopparp believes that if the peo- 
ple appreciated the work of the com- 
panies and realized what the companies 
were doing for them the state insurance 
bugbear would always be far in the 
offing and never be dangerous. Many of 
the most progressive agents do not 
keep their fire and casualty companies 
in the background. While, of course, 
they do not minimize the importance 
of themselves, the salesmen and med- 
iums through which insurance is sold, 
yet they have a special pride in the 
companies they represent, urge their 
policyholders to read their contracts and 
become acquainted with insurance serv- 
ice as given by the companies. 

A point that Mr. Stopparp makes is 
that the assureds do not realize the mag- 
nificent service that is being rendered 
by the companies through many ways 
in the safeguarding of life, limb and 
property. 


The life companies have succeeded in 
impressing on the public the fact that 
they are rendering a distinct service 
through their investment departments, 
disease prevention work, free medical 
examination and other means which 
have created a friendly sentiment toward 
them. As Mr. Stopparp put this, “No 
longer is the life company a heartless 
and soulless corporation which is trying 
to oppress, but it appears to the policy- 
holder as a sort of comfort in time of 
distress during the life-time of the 
assured as well as at the time of death. 
If the life companies continue to pursue 
this course, there can, in my opinion, be 
no possibility of state life insurance.” 

Superintendent Stopparp urged the fire 
and casualty companies to get in closer 
contact with their policyholders instead of 
bidding for business among agents and 
brokers. In his opinion, the competi- 
tion for business and the granting of 
favors to the salesmen have been done 
in detriment of the purchasers of in- 
surance. Mr. Stopparp said that com- 
panies are competing for business by 
offering additional inducements to the 
middleman rather than to the assured. 
Unless the fire and casualty companies 
particularly get more closely identified 
with their assureds, Mr. Stopparp be- 
lieves that the menace of state regula- 
tion and even state insurance will in- 
crease. He made this statement in that 
connection: 

“When a policyholder looks upon the 
company in which he is insured as sim- 
ply a corporation with which he has 
entered into a contractual relation, he is 
more apt to think ill of it if the occa- 
sion arises than if he knows personally 
the men who are the officers and em- 
ployes of that corporation and the men 
who represent it in the field. If the in- 
surance companies utilize their oppor- 
tunities and gain the respect and con- 
fidence of their policyholders, no agi- 
tator can succeed in materially injuring 
the insurance business. In my opinion, 
the menace of state insurance will al- 
ways be with us so long as the policy- 
holders do not know the companies in 
which they are insured.” 


The Burden of the Banquet 


THE insurance business is pestered with 
innumerable banquets. There is always 
the funny toastmaster and the omnipresent 
after-dinner speaker. The worst feature 
about banquets is the fact that a number 
of people are compelled to listen. If 
there were some way to electrocute the 
speaker after he had gone beyond the 15- 


minute limit, the experience would not be 
so harrowing. Most banquet speakers are 
in the same category as a prominent man 
who, asked if he could say a few words 
on a certain subject, answered imme- 
diately, “Certainly! Not being in possess- 
sion of any of the facts, I can speak 
fluently.” 





The agency field force of the Aetna 
Life, to show its appreciation and high 
regard for Vice-President Frank Bush- 
nell, set aside May as “Bushnell Tribute 
Month.” During this month all applica- 
tions with a suitable slip attached, signed 
by the soliciting agent, were placed on 
Mr. Bushnell’s desk each morning. 

The territory was divided in six divi- 
sions—northwestern, southwestern, far- 
western, eastern, northwestern and New 
York-Newark. The final outcome 
showed the eastern division as the vic- 
tor with a total written business of 
$8,940,103; the southwestern was a close 
second with $8,927,089 to its credit, with 
the other divisions as follows: North- 
western, $7,046,410; far-western, $6,774,- 
159; northeastern, 5,463,185, and New 
York-Newark, $4,029,389. 

Up to the very last day it looked as 
though the New York agency would be 
the largest individual producer, but the 
Los Angeles office literally flooded Mr. 
Bushnell’s desk with applications on 
that day to the tune of over $1,000,000 
of business. 

The agencies which wrote over a mil- 
lion were I. J. Muma, Los Angeles. 
$3,304,253; Mowry & Reinmund, New 
York, $3,233,089; Woodhouse & Jenney, 
Boston, $1,529,115; Campbell & Hart, 
Little Rock, $1,434,551; E. H. Lestock 


Gregory, San Francisco, $1,403,503; J. 
W. Estes, St. Louis, $1,205,680; A. E. 
Mielens, Milwaukee, $1,197,700; Chap- 


man, Jackson & Co., Cleveland, $1,068,- 
960; Wells & Herrick, Syracuse, $1,021,- 
670. 


Haley Fiske, president of the Metro- 
politan Life, is varying his custom of 
the past decade by taking a vacation. 
He sailed for Europe yesterday, plan- 
ning to spend the summer in England 
and France. For 10 years he has de- 
nied himself any vacation and it is fully 
20 years since he has had an outing 
worthy the name. Mrs. Fiske and two 
daughters accompany Mr. Fiske on his 
European voyage. 


As an inspiration to the new agents 
who believe that a large acquaintance is 
necessary to sell life insurance, the case 
of a young Chicago agent who entered 
the business but a few months ago is 
cited. George C. Bruen, a total stranger 
in Chicago, formerly in the law book 
business, started with the Alfred Holz- 
man agency of the Equitable Life of 
New York in Chicago Jan, 24, 1923. His 
work was entirely among strangers as 
he knew no one in the city. During the 
first five months of the year he paid for 
35 cases for a total of $250.000, with 
premiums of over $9,000. In addition 
to this he has about $150,000 delivered 
on notes, which is not included in the 
calculation. This is an enviable record 
for even a veteran in the business and 
is an indication of the opening in the 
life insurance field. 


Russell S. King, field supervisor of 
the ordinary department of the Life & 
Casualty of Nashville, Tenn.. recently left 
for St. Louis, where he will instruct the 
men of the insurance school now being 
held there by Dr. Griffin M. Lovelace, 
director of the life insurance training 
course in New York University. 

Mr. King was offered the position of 
instructor in the insurance salesmanship 
course in the University of Oklahoma 
and had planned on going there to teach 
this summer, when he received the offer 
to assist Dr. Lovelace in St. Louis. The 
management succeeded in securing 
someone to substitute for him in Uni- 
versity of Oklahoma. Consequently he 
was able to accept the place in St. 
Louis. 

Mr. King has been conducting the in- 
surance school maintained by the Life 
& Casualtv for its men at the home 
office in Nashville. Two very success- 


ful classes, composed of men from every 
state in which the company operates, 
have already taken this course given by 
Mr. King. 


He will resume his duties 


with his company on the completion of 
the school. 

Insurance Superintendent Thomas J. 
Houston of Illinois, who is a member 
of Medinah Temple of the Mystic Shrine 
of Chicago, was elected imperial mar- 
shal at the 49th annual session of the 
Shrine in W. ashington, D. C., last week. 
Mr. Houston is one of the most promi- 
nent members of the imperial divan. 
| Clifford Ireland of Peoria, IIL, former 
congressman, and well known to insur- 
ance men as having been president of 
the old Western Live Stock of Peoria, 
was elected imperial outer guard. 

Milwaukee will be represented at the 
national convention of Optimists to be 
held at Chattanooga, Tenn., June 14-16, 
by Rupert F. Fry, president of the Old 
Line Life, and Major R. W. Corbett of 
the same company, treasurer of the Mil- 
waukee Association of Life Under- 
writers. The insurance men will be 
official delegates to the convention from 
the Milwaukee Optimists club. 


Manager L. Brackett Bishop of the 
Massachusetts Mutual Life at Chicago 


and Mrs. Bishop sailed last week for 
Carlsbad, Czecho-Slovakia, where Mr. 
Bishop will take the baths. They will 


land at Hamburg, Germany, and visit 
some of the German cities before going 
to Carlsbad. They will be gone for 
eight or ten weeks. 


John T. Wagner, who is well known 
in Chicago as an expert on group in- 


surance, has gone with the National 
Life, U. S. A., as manager of its group 
accident and health department. He 


has been giving practically all his time 
to group insurance during the last seven 
years, writing it personally or supervis- 
ing the department of the Equitable Life 
of New York in the west with head- 
quarters in Chicago. 


Isadore P. Mantz, who for the last 
five years has been actuary of the Wes- 
ern Life of Des Moines, has become 
connected with “Successful Farming” 
and its allied publications, of which 
former Secretary of Agriculture Mere- 
dith is publisher. These publications 
are inaugurating a life insurance service 
department, giving information for the 
benefit of their subscribers. 


Winfield S. Weld, superintendent of 
agencies of the Berkshire Life, died Fri- 
day after a few days’ illness of pnet- 
monia. Mr. Weld had been with the 
company 34 years. He started in the 
Chicago agency when President William 
D. Wyman was manager. He later was 
made cashier in Chicago. He left that 
office in 1910 to become superin- 
tendent of agencies after Mr. 
had gone to the home office. He was 
a man of unblemished character and was 
held in high regard. 


William B. Davis of Kansas City. 
manager of the southwestern department 
of the Tllinois Life. is seriously ill, hav- 


Pneumonia then set it. 
For a time Mr. Davis’ condition was 
decidedly critical. The doctors have 
succeeded in overcoming the pneumonia 
He is still seriously ill, but is reporte 
as improving to some extent. Mr. Davis 
has been connected with the Tllinois Lif¢ 
since 1899 and is one of its stalwarts. 


10 days ago. 


Word comes from Tokio, Japan. ® 
the welcome extended to Darwin 

Kingsley. president of the New York 
Life, and his wife upon their arrival if 
Tanan in the latter part of April. Mr 
Kingslev, who was a member of the 
Vanderlin party of 1920. which toured 
the Far East. staged a banquet in the 
Imperial hotel for a galaxy of Japanest 
nobility and prominent Americans res 
dent in Tokio. Good will and harmony 
were expressed by Mr. Kingsley 3" 
some of the Japanese guests. Mr. 
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Kingsley was given a royal welcome by 
his guests and appreciation was ex- 
pressed for his continuous good will, as 
representative of the American spirit. 
There were two Japanese speakers who 
addressed the audience in English, 
Prince Tokugawa and Viscount Kaneko, 
as well as a speech in Japanese by Baron 
Sakatani. In his address to the Jap- 
anese, Mr. Kingsley praised the Japan- 
ese for the many forward steps they 
have taken in creating and strengthen- 
ing bonds of friendship between them- 
selves and other countries. 
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Maj. Zenas Crane Rennie, 30 years 
ago one of the best known life men in 
New England, when he was general 
agent of the Mutual Life of New York 
at Springfield, and who for the past 25 
years has been general manager for the 
Mutual Life in Australia, died April 24 
at Sydney, N. S. W., aged 86 years, ac- 
cording to word just received in this 
country. Major Rennie had a remark- 
able record in the Civil War and enjoyed 
a wide popularity in Grand Army and 





LIFE AGENCY CHANGES 


Masonic circles. 














AMERICAN NATIONAL CHANGES 





W.*'G. Eshleman of Detroit, General 
Agent Missouri State, Resigns to 
Go With Texas Company 





W. G. Eshleman of Detroit, general 
agent of the Missouri State Life, has re- 
signed to become manager of the 
American National of Galveston, Tex. 
The American National recently entered 
Michigan. 

A. L. Spaulding has been appointed 
manager of the American National Life 
at Kennett, Mo. 
manager at that point, has been com- 





G. W. Long, former | 


pelled to retire on account of ill health. | 


George C. Donahue has been appointed 


manager of the company at Washing- | 
| the Union Central Life for the western 


ton, D. C. 
C. W. Jones of Crockett, Tex., has 
taken as a partner A. L. Childers, the 


partnership going under the name ot | 


Jones & Childers, 

Weissenborn & Reynoles have been 
appointed managers for St. Louis. 
Frank W. Opie has been made manager 
at Kansas City. John S. Biama, and 
also Forde and Engelken, have been 
made managers at Chicago. B. L. Milli- 
can is appointed manager at Los An- 
geles. J. M. Alvis has been made super- 
visor of agents for the ordinary depart- 
ment for Kentucky and West Virginia, 
with. headquarters at Louisville. In 
Michigan the state will be organized as 
soon as possible and other central states 
will be entered as soon as suitable men 
may be found. 





M. Westheimer and Jack Blum 


Max Westheimer, Houston, Tex., has 
been named as general agent for the 
Pacific Mutual Life at Houston, suc- 
ceeding Jacob Frankel, who died on 
May 7. Mr. Frankel formerly had the 
territory adjacent to Houston and Gal- 
veston. Jack Blum of Galveston has 
been made general agent for the Gal- 
veston territory. Mr. Westheimer will 
have Houston and immediate vicinity. 
He will have charge of the agents 
formerly under Mr. Frankel. He will 
also continue to operate the Westheimer 
Insurance Agency, writing fire and 
casualty lines. 

Before the death of Mr. Frankel, Mr. 
Westheimer was an agent for the Pa- 
che Mutual and has had a very con- 
sistent record. He has written a fine 
Volume of life insurance, in addition to 
conducting a general insurance busi- 
ness. Mr. Westheimer will now rep- 
resent the Pacific Mutual for the life, 
non-cancellable and commercial acci- 
dent department. Mr. Blum will repre- 
sent the life and non-cancellable. Mr. 
Blum also has a general insurance 


agency at Galveston, which he will con- 
ue. 


Life & Casualty Appointments 


Carl Walker of the Memphis district 
of the Life & Casualty of Nashville has 


eee 


| 
| 


| 
| 
| 
| 
| 
| 
| 
| 
| 





been placed in charge of the life staff 
there. Mr. Walker has made a splendid 
record in this district. 

C. M. Herron, cashier of the Memphis 
office, has been made special agent, and 
will start work immediately in that dis- 
trict. Mr. Herron has always wanted 
to get into the field. He will be suc- 
ceeded by Assistant A. C. Dunlap. 

George Hartley of the Nashville life 
district has recently been promoted to 
assistant manager of that district to 
succeed James H. Upton, who was 
placed in charge of the Pensacola, Fla., 
district. 

—-*4 


H. J. Spencer and C. E. Hurst 


H. J. Spencer has resigned as man- 
ager of the Southern Life & Trust at 
Charlotte, N. C., to become manager of 


half of the state. He has been con- 
nected with the Southern Life & Trust 
for six years. For two years he was 


| general agent at Jonesboro, Ark., and 


four years at Charlotte. Claude E, 
Hurst, who has been manager at Sump- 
ter, N. C., succeeds Mr. Spencer at 
Charlotte. No manager at Sumpter has 
been appointed as yet. 


J. F. Moore and D. H. Jenkins 


The Security Life of Chicago has 
been admitted to Iowa. J. Fred Moore, 
formerly superintendent of agents of 
the National American Life of Burling- 





| ton, and David Harrison Jenkins, form- 


erly special agent for the Peoria Life 
in Iowa, have been appointed Iowa 
managers with headquarters at Cedar 
Rapids, 





W. A. Crowder 


W. A. Crowder of Idaho Falls has 
been appointed agency manager for the 
Bankers Life of Iowa in southern Idaho. 
Mr. Crowder has been prominent as an 
educator at Idaho Falls for several 
years and has also been one of the 
company’s big producers in that state. 





Life Agency Notes 


John M. Beer has recently been ap- 
pointed district manager for the Mutual 
Life of New York at Centerville, Ia. 

W. Scott Smith, deputy county asses- 
sor for St. Louis county at Clayton, Mo., 
has resigned to go with the Massachu- 
setts Mutual its representative 
in Clayton. 

H, H. Graham of Jackson, Minn., for 
many years cashier of the branch office 
of the New York Life there, has joined 
the field force of the Lamar Life, mak- 
i Jackson his headquarters. 

E. A. Kelloway is now associated with 
the H. W. Shove agency, district mana- 
gers for the Mutual Life of New York 
at Marshalltown, Ia. Mr. Kelloway has 
just graduated from the University of 
Iowa, and has been a successful part- 
time producer during his senior year. 


Life as 


Senator George Wharton Pepper, cen- 
eral counsel for the Penn Mutual Life, 
is on a ten-day “get-acquainted” tour 
of western Pennsylvania. He left Phila- 
delphia Friday night after addressing 
the annual convention of the Penn Mu- 
tual Agency Association. 
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AGENCY MANAGER WANTED 


One of the most progressive middle western companies desires a superintendent of agents. 
n€ man must have had sufficient experience to qualify him to take entire charge of 
e department, be responsible for it, increase its dideass and build it up. A growing 
A liberal salary will be paid and there is a pledge 
Address E-54 care The National Underwriter. 














When a Company less than 
four years old and thor- 
ougly stabilized in manage- 
ment, writes 


VER A MILLION 
EACH MONTH 


and keeps up that record 
for more than six months, 
it must have a good agency 
department, up-to-the-min- 
ute policies and intensive 
field co-operation. 


STATE LIFE INSURANCE COMPANY 
OF IOWA 


THE 


is such a Company. Over 
30 millions in force. Over 
2% million dollars in 
assets. If you are inter- 
ested in a new agency, 
have experience and are 
not dependent on advances 
—it will pay you to com- 
municate with us. 


A. C. Tucker, President 
William Koch, Vice President and Field Mgr. 


IOWA BUILDING DES MOINES, IOWA 
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WELLS NEW YORK PRESIDENT 


Provident Mutual Man Elected Head of 
Life Underwriters in Eastern 
Metropolis 





NEW YORK, June 12.—At the an- 
nual meeting of the New York Asso- 
ciation of Life Underwriters here today 
Graham C. Wells of the Provident Mu- 
tual was ‘elected president. Other offi- 
cers were elected as follows: E. J. Sisler, 
Travelers, first vice-president; L. A. 
Cerf, Mutual Benefit, second vice-presi- 
dent; C. B. Knight, Union Central, third 
vice-president; W. R. Collins, National 
of Vermont, secretary-treasurer. 

The executive committee includes N. 
F, Chambers, New York Life; Joseph 
W. Harty, Mutual Life; Harry E. Mor- 
row, Mutual Benefit; Edward Robinson, 
Equitable Life; H. Arthur Schmidt, 
New England Mutual; George Morris- 





GRAHAM C, WELLS 


sey, Massachusetts Mutual; J. D. Book- 
staver, Travelers; . Foehl, Pruden- 
tial; P. M. Fraser, Connecticut Mutual; 
R. W. Goslin, Prudential; J. Elliott 
Hall, Penn Mutual; George A. Keder- 
ick, New York Life. 

The amendment making the dues for 
managers and superintendents only $10 
and assistant superintendents only $7 
was adopted. 

» = @ 

Northern California—<A. V. Bayley, Jr., 
of the San Francisco office of the North- 
western Mutual Life, has been nominated 
for the presidency of the Northern Cali- 
fornia association. The annual election 
takes place this month. Mr. Bayley has 
been active in the association for several 
years and is a large personal producer. 


LINCOLN 
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POTTER HEADS ASSOCIATION 


Former Illinois Superintendent of Insur- 
ance Elected President of 
Springfield Organization 


At the annual election of the Spring- 
field association, held Saturday, Fred W. 
Potter former state superintendent of 
insurance in Illinois and now special 
agent of the Mutual Benefit Life, was 
elected president; George W. Hawkins, 
general agent of the Pacific Mutual, 
vice-president; and Victor J. Ryan, gen- 
eral agent of the Penn Mutual, secre- 
tary-treasurer. Frank T. Kuhl, retiring 
president, was elected a member of the 
national executive committee. 


x * x 
Sioux City, Ia.—The June meeting of 
the Sioux City association was held 
June 9 at the West Hotel. Following 


the regular order of business, the new 


officers for the ensuing year were 
elected. E. W. Stryker of the Columbian 
National Life was elected president. 


Frank Hesse of the Massachusetts Mu- 
tual Life was reelected vice-president 
and J. W. Showalter of the Register 
Life of Iowa was elected treasurer. 
Stanley Fockler of the Continental As- 
surance was elected secretary. The new 
members of the executive committee are 
as follows: W. J. Slack, Metropolitan 


Life; Charles Smith, Central Life of 
Iowa; J. D. Walsh, Bankers Life of 
Iowa; Rex Truesdell, Register Life of 
Iowa; C. T. Redfield, Connecticut Mu- 
tual; Paul Lynch, Mutual Life. 


Following the business meeting Frank 
Sloutsky of the Mutual Life of New 
York gave a talk .on “Closing,” and 
Stanley Cain of the Connecticut Mutual 
Life gave a well received talk urging 
among other things “better education of 
the buying public and fairness between 
agents in the field.” 

x * * 


Columbus, O0.—The Columbus associ- 
ation at its meeting Monday elected of- 
ficers for the year as follows: President, 
Charles R. Garvin, Connecticut General 
Life; vice-president, John G. Belknap, 
Equitable Life of Iowa; secretary, Vin- 
ton E. MecVicker, Connecticut Mutual; 
treasurer, Lynn C. Rose, Connecticut 
General; executive committee: Ralph W. 
Hoyer, John Hancock; Maurice D. Don- 
ham, National Life of Vermont; Benja- 
min F. Carter, Midland Mutual; Thomas 
B. Fulmer, Travelers, Accident and 
Group; Samuel L, Haynes, Union Central. 

Criticism of the text books used in the 
Columbus public schools was voiced by 
the Columbus association because they 
do not contain any reference to the in- 
surance business. It is charged that in 
books on mathematics other lines of 
business are referred to in the problems 
to be worked out by the student but 
nothing at all is said about insurance. 
The criticism also applies to other text 
books used throughout the state. A 
committee will interview the members 
of the Columbus board of education and 
other school authorities in connection 
with the complaint. 





The annual report of the association 





Liberal Contracts— offered in both Life and 
Disability Departments 


Choice Territory open in the Middle West 
for State and District Managers 
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shows it has 185 members. The executive 
committee will make plans for the state 
and national conventions to be held in 
September. George A. Bredehoft, the re- 
tiring secretary, and secretary of the 
state association, was reappointed repre- 
sentative from the Columbus association 
to the state meeting. 
*x* * * 

Kansas City, Mo,—The annual meeting 
of the Kansas City association was held 
in the Hotel Baltimore, Tuesday, June 12. 
The reports for the year showed that 
the association was in a healthy financial 
condition. There are 117 members. Dur- 
ing the year there have been ten monthly 
meetings held, with an average attend- 
ance of more than 100. There is a fine 
fellowship among the members, and a 
spirit of optimism prevails. 

At the election the following officers 
were selected to serve for the ensuing 
year: President, Sam C. Pearson; first 
vice-president, Earl G. Mercer; second 
vice-president, A. E. Myers; secretary- 
treasurer, Thos. J. Opie; national com- 
mitteeman, Charles R. Mathews. 

An executive committee will be se- 
lected at once, and the plans for the 
activities of the association for the com- 
ing year will be worked out. 

*x* * * 

Richmond, Va.—John C. Goode, gen- 
eral agent of the State Mutual, was 
elected president of the Richmond asso- 
ciation at its annual meeting June 11. 
Mr. Goode was elevated to the presidency 
from the office of treasurer to which he 
was elected at the last monthly meeting 
following the resignation of W. Bright 
Anderson who has gone into another line 
of business. Mr. Goode had previously 
served a term as secretary. In accept- 
ing the office he pledged his efforts to 
increase the membership to 200 during 
his administration. Other officers were 
chosen as follows: J. E. Woodward, 
Travelers, first vice-president; W. J. 
Shillingburg, Metropolitan, second vice- 
president; George T. Bryson, Sun Life of 
Canada, secretary (reelected); J. A. Hood, 
Equitable of New York, treasurer. The 
officers, together with the following, 
comprise the new executive committee: 
Arthur Levy (retiring president), chair- 
man; G. W. Diggs, T. Pryor Campbell, 
John Moyler, Frank E. Hall. 

The annual report of President Levy 
showed a gain of 50 new members and 
loss of 31, the present total membership 
being 142. Of this number 102 are active 
members and forty associate. The heavy 
loss ratio was ascribed principally to 
failure to pay dues. President Levy re- 
gretted that there was not a more con- 
certed effort to secure reinstatements. 
He was accorded a rising vote of thanks 
for his administration which was de- 
clared to have been exceptionally suc- 
cessful. The question of whether meet- 
ings should continue through the sum- 
mer months was left to the executive 
committee. The new president’ will 
name delegates to the national conven- 
tion. 

*x* * * 

Chippewa Valley—Dr. E. L. Mason of 
the Eau Claire Clinic was the principal 
speaker at the regular monthly meeting 
of’ the Chippewa Valley association, held 
at Bau Claire, Wis. Guests of the asso- 
ciation at the meeting included a large 
number of medical men, and medical ex- 
aminers from the different insurance 
companies. Each member of the associa- 
tion was asked to bring a doctor to the 
meeting, and many responded with their 
“favorite” physician. The meeting com- 
menced with a dinner at 12:30 o’clock 
followed by the business sessions. 
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F. L. JONES MADE PRESIDENT 





Agency Supervisor of Equitable of New 
York Heads Indianapolis Associa- 
tion for Year 


Frank L. Jones, agency manager of 
the Equitable Life of New York at In- 
dianapolis, was elected president of the 
Indianapolis Association of Life Under- 
writers at the annual meeting last 
Thursday. The other officers elected 
were: Dan W. Flickinger, John Han- 
cock, first vice-president; Otis E. Lo- 
gan, Provident Mutual, second vice- 
president; Grant A, Sharpe (reelected) 
secretary; David E. McDonald, treas- 
urer. Frederick M. Dickerman, Mr. 
Logan and Mr. McDonald were elected 
directors. 

Retiring President George L. Wain- 
wright thanked the association for the 
support he had been given. The mem- 





bership, he stated, now numbers 210] 


and he urged that a large delegation be 
sent to the annual meeting of the Na- 
tional association in Chicago in Sep- 
tember. Besides the official representa- 
tives he said that he believed a large 


FRANK L, JONES 


number of the members of the associa- 
tion should make it their business to 
attend. The report of the retiring 
treasurer, Paul W. Simpson, showed the 
association to be in good financial con- | 
dition. 

Mr. Jones, in accepting the pres 
dency, said: “I didn’t want this place 
but [ am willing to serve. I am m 
terested in organizations of all kinds 
and believe that a great deal of good 
can be accomplished through associated 
effort. I have always been keenly ™- 
terested, of course, in life underwriters 
organizations. I want your cooperation 
and assistance. I shall want ideas and § 
shall welcome your suggestions.” Hey 
paid a high tribute to the fine leader- J 
ship which had been given the associa 
tion by President Wainwright during 
the past year and thanked him for tur? 
ing the association over in such go0t 
shape to the succeeding administration 
There will be no further meetings until 
September. 

* * x 

Rockford, 1l.—The regular meeting o 
the Rockford association was held # 
“Rosemary Gardens,” the summer home 
of the retiring president, Fred B. Patte? 


who acted as host. The meeting com 
Some or 


bined business and pleasure. Be 
the members arrived early and joine® 
in card games. Others enjoyed a w®* 
through the spacious gardens. 
When all was in readiness, Mr. Pat 


ten invited all to take seats and partake J 
of a bountiful dinner which he had pre 


pared. While he was busy with his 
work his guests planned a or 
surprise. With fitting remarks of 


occasion, Mr. Stocking, in behalf of the 


association, in token of its appreci® 
tion of his genuine hospitality 2% 
loyalty to the association, presented the 
retiring president with a substantia! 


a a e 
sum of money to be used in the purchas 














ples 
busine 


Mai 
Assoc! 


20. 


War 
picnic 
Count 
regula 
kesha. 
the pl 
meetir 
Fry © 
Line I 
the m 
sonal | 
ing an 
fund | 
has g 
been d 


Colo 
nectict 
dent o 
ensuin 
officers 
Woods 
F. W. 
ern M 
Spring 
of Tri: 
mond 
named 
der of 
elected 
Louis | 
of Ver 
executi 

A tal 
Secret 
special 
tice, wi 
liam § 
tual ; 
Settlem 


Cineis 
election 
sociatio 
June 19 
Club. ’ 
afternox 
banquet 
The Spi 
Harry | 
insurans 
election. 








on 


4, 1923 § June 14, 1923 


LIFE INSURANCE EDITION 1 

















DENT of anything he wished for his summer 
home in which he has so generously 
shared his hospitality. 

f New With a much larger membership and 
a substantial surplus in the treasury, 
the Rockford association anticipate that 
the ensuing year will be the greatest in 
its history in accomplishments and in 
, the promulgating of the highest princi- 
ger Ol® nies and ethics in the life insurance 
at In-§ pusiness in the Forest City. 





of the zk x 
Under- Maine—The Maine Life Underwriters 
“4 last Association will meet at Portland June 


electe 20. 
Hse ees 
E. Lo- Waukesha, Wis.—Plans for the annual 
" wiees picnic and outing of the Waukesha 
) County association were made at the 
lected) regular monthly meeting, held in Wau- 
treas- kesha. The picnic will probably take 
1, Myr. the place of the regular July or August 
elected meeting, according to plans. Rupert F. 
Fry of Milwaukee, president of the Old 
Wain- Line Life, was the principal speaker at 
the meeting. Mr. Fry talked on “Per- EN TR 
of Vermont, was named president of the 
executive board. 
A talk on “Interesting Facts About the 
Secret Service” by Rowland K. Goddard, nsurance oO 
special agent of the department of jus- a 
tice, was a feature of the program. Wil- 


liam Spencer of the Massachusetts Mu- 
tual gave a talk on “Installment 


Settlements.” 
** INDIANAPOLIS, IND. 


Lafayette, Ind.—The Lafayette associa- 
tion held a notable meeting on June 2, ° 
in that there was a 100 percent attend- E Ss t a b ] 1S h S d ] 8 9 ) 
ance of its 37 members. The speaker 
was Frank L. Jones of Indianapolis, 
agency manager of the Equitable Life of 
New York, who gave an inspiring talk HERBE T 
on the value of organization and the e WOOLLEN 


high responsibilities of the life insur- 


ance salesman, PRESIDENT 





or the sonal Experiences” and told many amus- 
-—~ ing and interesting anecdotes out of the 
rs 210 fund of personal experience which he 


tion be has gathered in the years that have 
1e Na- been devoted by him to life insurance. 
. *. - 

Colorado—W. W. Winne of the Con- 
necticut Mutual Life was elected presi- 
dent of the Colorado association for the 
ensuing year, at the annual election of 
officers, held in Denver last week. Harry 
Woods of the Mutual Benefit, Denver; 
F. W. Persons of Boulder, Northwest- 
ern Mutual; Jim Goddard of Colorado 
Springs, Franklin Life; Charles D. Jolly 
of Trinidad, Prudential; and G. E. Dia- 
mond of Pueblo, New York Life, were 
named vice-presidents. Curt A, Schroe- 
der of Denver, Northwestern Mutual, was 
elected secretary and treasurer, and 
Louis H. Blaine of Denver, National Life 
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Cincinnati, O.—The annual meeting and 
election of officers of the Cincinnati as- 
- sociation will be held Tuesday evening, 
etiring June 19 at the Cincinnati Business Men’s 
ed the club. The election will be held in the 
il con- afternoon from 4:00 to 6:00 o’clock, the 
. banquet and meeting to follow at 6:30. 
presi- The speaker of the evening is to be 
place Harry L. Conn, Ohio superintendent of 
sa insurance, There are two slates up for 
a cinds election, though both will carry the 
* good es —_——— -_ a 
ciated os 
ily in 
vriters’ h . 
“1! “The Great-West Life Assurance Compa 
rats e reat- Uu mpan 
" He ‘ 
cade | | WINNIPEG, CANADA 
during 
-@ | . ; Actual Result 
-_ | Figures from the 31st Operating throughout the entire Dominion : 
ration Annual Report, 1922 of Canada, and in Michigan, Minnesota, 20-Payment Life Policy 
s until . North Dakota and Illinois, U. S. A. Amount, $5,000 my ten Age, 29 
remium, $155.00 
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home ats . | SE ae $120.75 
atten Provision for Profits. 4,832,639 for Field Men Credited 1919 (Dividend 


com- tb » ea e 95 
Bey Reserv ‘ ae ae ; $160.00, Interest $46.95)..... 215.95 
Toined pet hy a ee 38,803,997 Capable men of foresight, ambition and in- Credited 1923 (Dividend 
walk Paid-Up Capital ..... 1,000,000 tegrity find unusual opportunity for success $257.25, Interest $96.30)..... 353.55 

oi Other Liabilities ..... 3.213.531 in representing The Great-West Life with its ; . —_—_—— 
urtake S 1 3 088 low rates, liberal policies and exceptional Total Profit Fund 1923 (end of 
a pre =i: = ehescesecces Ley profits to policyholders. . ree ee $690.25 

. New Business ....... 60,568,499 Amount required to prepay 
of the T. M. TAYLOR, Manager for Illinois future premiums ........... 659.55 
of the ia a 
— remy Rate ra 1 8% 715 Marquette Building Balance of profit fund paid in 
the or 1922 . 140 South Dearborn Street CHICAGO cash to Insured............. $ 30.70 
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Ordinary Life Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims durin 


C.A. CRAIG, Presipent 


the last 20 Years 


W.S. BEARDEN, Secry-TREAs. 





THE NATIONAL LIFE & ACCIDENT INSURANCE G'¥ 





HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 














Organization 
Methods 





Equipment 
Personnel 


Main Office: 40 Rector St., New York 


H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 
Standardization 
Modern Office Planning 


Western Office: 327 S. LaSalle St., Chicago 











INDIANA OHIO 


KANSAS 


ILLINOIS IOWA 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KENTUCKY 


MISSOURI 


MICHIGAN 


NEBRASKA 























GENERAL AGENT 
WANTED FOR 


Cincinnati, Ohio 
Chattanooga, Tenn. 
Grand Rapids, Mich. 
Roanoke, Va. 

New Orleans, La. 
Rockford, III. 

Des Moines, Iowa 
Sioux City, lowa 
Topeka, Kans. 
Missoula, Mont. 
Helena, Mont. 











Our Old Policyholders 


can secure Disability and Double Acci- 
dental Death Benefits on their old policies, 
if such Benefits were not originally includ- 
ed in their contracts. 


The Minnesota Mutual's service to policy- 
holders and Agencies is of the best. 


Address in confidence 


0. J. LACY, 2d Vice-President, in charge of Agencies 


The Minnesota Mutual Life 
Insurance Company 
St. Paul 


























same name for president, C., Vivian An- 
derson of the Provident Mutual Life, who 
has made a great record in his work. 
The remainder of the two ballots are as 
follows: 

Blue Ticket: Vice-president, H. L. 
Shepard, Mutual Benefit; secretary, L. 8. 
Cramer, Missouri State Life; treasurer, 
Warner C. Wilson, Home Life; executive 
committee, M. D. Geigerman, Mutual Life 
of N. Y.. Wm. Klusmeier, Prudential; 
Ohio State Association delegate for one 
year, Emmet C. Peebles, Northwestern 
Mutual. 

Pink Ticket: Vice-president, J. N. 
Lewis, Equitable Life, N. Y.; secretary, 
Max Salzer, New York Life; treasurer, 
John W. Mackelfresh, Penn Mutual; ex- 
ecutive committee, Robert W. Copelan, 
Northwestern Mutual, Robert A. Cougill, 
Metropolitan Life; Ohio State Associa- 
tion delegate for one year, Emmet C. 
Peebles, Northwestern Mutual. 

K * 


Milwaukee, Wis.—Frank L. Jones of 
Indianapolis has been chosen as the 
principal speaker for the regular 
monthly meeting of the Milwaukee asso- 
ciation, which will be held Friday noon, 
June 15. Mr. Jones has been a lecturer 
at Carnegie Institute and was formerly 
in charge of life insurance instruction 
in the American Expeditionary Force, 
being selected for that work by the gov- 
ernment. Other matters of importance 
will also be brought up at the meeting. 


Security Mutual Field Conference 


A conference of field men with officers 
of the Security Mutual Life was held at 
Lincoln, Neb.; June 8, with 30 of the 
state agents present. They reported 
that the generous rains of the last month 
had given an entirely new aspect to 
farm writings, and that with the 
certainty of good crops the farmers had 
changed their attitude and were buying 
with considerable liberality. For two 
years they have been working out from 
under debts of various sorts, and with 
another cleanup of good crops and fair 
prices this fall, they are expected to be 
back in the insurance buying field as 
strongly as ever next year. The con- 
ference program was largely informal. 
Oak E. Davis, state manager, talked on 
“Meeting Objections,” and other mem- 
bres of the staff presented other prob- 
lems. The agents were entertained at 
lunchon by the officers of the company. 


Pan-American Life Meetings 


The Pan-American Life is holding 

two divisional agency conventions this 
week. The first was in the McAlpin 
Hotel in New York, Monday and Tues- 
day. Present at this meeting were 
agents from Pennsylvania, Virginia, 
West Virginia and North Carolina. On 
Friday and Saturday of this week a di- 
visional convention will be held in Chi- 
cago, agents from Illinois, Indiana, 
Missouri and Kentucky attending the 
meeting. Vice-President E. G. Simmons 
will be in charge of the meeting. On 
Friday evening of this week the com- 
pany will entertain the agents and their 
families at dinner at the Marigold 
Gardens in Chicago. 
_ Speakers from the home office were 
C. H. Ellis, president, E. J. Me Givney, 
general counsel, and E. G. Simmons, 
vice-president. E. D. Cooper, of Nor- 
folk, Va., manager for Virginia and 
North Carolina presided over the first 
day’s session at the New York meeting 
and J. D. Brown, manager for Penn- 
sylvania, presided over the second day’s 
meeting. 


Lovelace Addresses Buffalo Managers 


Dr. Griffin M. Lovelace of New York 
University addressed the last meeting 
of the Buffalo Life Managers’ Associa- 
tion, telling them of the work of the 
schools of insurance salesmanship at 
both his college and Carnegie Tech. 

Buffalo life insurance men are much 
interested in the subject of such schools 
and for some years there has been talk 
of promoting the establishment of a 
similar school locally. However, no 


definite steps have ever been taken and 

there is no assurance that the matter 

will be prosecuted in the near future. 
At the close of Dr. Lovelace’s re- 
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marks an open forum was held and a 
number of members asked him for 
further enlightenment on the matter dis- 
cussed, showing that there is a lively 
interest in the subject. 


Examining Bankers of Iowa 


The regular biennial examination by 
the state insurance department of the 
Bankers’ Life of Des Moines began 
Monday. The examination will take 
nearly eight weeks to complete. 





THE 
UNITED STATES LIFE 
INSURANCE COMPANY 


In the City of New York 

Organized 1850 Non-Participating Policies Only 

Over 70 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 











The old line 


Cedar Rapids Life | 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 





A Good Chance for 
Reputable Men 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Si.ggesticns for Increasing 
Your Income’’ 
and would be pleased to send a copy 


to every Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 








DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. | 














105 So. La Salle 
CHICAGO, ILLINOIS 


| 
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MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Ex- 
perience, Low Cost, a Splendid 
Record for 70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE | 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFIcs 
—_ 
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Lincoln Liberty Life—So far this year 
the Lincoln Liberty Life of Lincoln, Neb., 
has written $2,000,000 business, or 50 per- 
cent more than was written last year 
during the similar period. The company 
is now operating in Nebraska, Kansas, 
Missouri, Iowa and South Dakota. The 
company was organized by two young 
men, Ira Cook, who is vice-president, and 
Joseph Goldstein, the secretary, who are 
the general managers of the company. 
Neither one has reached the 40's. They 
were formerly connected with the Com- 
monwealth Life of Omaha as general 
agents in Nebraska and Kansas, having 
served in that capacity for eight years. 

The stock of the Lincoln Liberty Life 
was sold to a group of financiers in Ne- 
braska. When the company was pro- 
moted Messds. Crook and Goldstein told 
the purchasers of stock that they would 
not be able to pay any dividends for at 
least five years. The first dividend of 6 
percent was paid in 1922 during the third 
year. There was $100,000 stock sold and 
$50,000 in addition was contributed as 
surplus. This was done without pro- 
motion expense. The Lincoln Liberty 
Life has been able to put on its business 
without depleting its surplus. The sur- 
plus has steadily increased and last year 
it was $65,000. The company now has 
in force $8,600,000 and expects to have 
at least $10,000,000 by Jan. 1. Vice- 
President Crook and Secretary Goldstein 
are the big factors in the company. They 
have entire charge of its business, in- 
vest the funds and promote the welfare 
of the institution The board of direc- 
tors is a very strong one. 

x * 


Connecticut General Life—In May it | 


passed the half-billion mark of paid in- 
surance in force. The May business of 
the company exceeded that of any pre- 
vious month this year and was next to 
the largest month's business in the 
company’s history. Life insurance is- 
sued totaled $16,316,000. This is more 
than the amount issued by the company 
during the entire year of 1913. The 
company’s written business for the first 
five months of 1923, $73,261,000, is within 
one million of its total amount of in- 
surance in force ten years ago. 


National Life’s Buffalo Contest 

R. J. Schwartz of Orchard Park, N. 
Y., and Frank T. Hoy of Johnsonburg. 
XN. Y., have been appointed captains of 
opposing teams in a sales contest for 
the balance of the year just started 
among National Life of Vermont agents 
ot the Buffalo district. L. N. Thomas 
will assist Mr. Schwartz and Clarence 
H. Smith will be Mr. Hoy’s lieutenant. 
Valuable prizes will be offered, it is an- 
nounced by L. N. Thomas, chairman of 
the National Life Agents Association of 
Buffalo. 

At the last meeting of that association 
Jay C. King was elected vice-president 
to fill the unexpired term of F, C. Lewis, 
deceased. E. A. Hoadley, now general 
agent of the National Life at Williams- 
port, Pa. was a guest at the meeting. 
Clinton Davidson of the Connecticut 
Mutual Life gave an illustrated talk. 

he new method of securing increased 
percentage of advance premiums with 
the application, described in a previous 
Number of this magazine, is working 
well, 19 out of 36 agents getting 100 per- 
nt stvance payments with applications 
im May. 


Cclumbus School Graduates 


A class of eleven, of whom three are 
women, will be graduated June 21 from 
the life underwriting department of the 

M. C. A. school at Columbus, O. 
The course was supported by the Co- 
lumbus Life Underwriters Association 
and it has proved so popular and bene- 
ficial that it will be made a regular part 
of the Y. M. C. A. school. Howard W. 
Allen, a member of the Columbus as- 
sociation, has been the directing instruc- 
or of the school and a number of 
surance men from Columbus and else- 


Where have delivered addresses before 
the Students. 


Pues ae Curtey, agency director of the 

partatelphia Life’s building and loan de- 

a Polic . will speak on “Snecializing on 

Plies oe at a meetine of the home office 
> Club on June 25. 








A Wider Field— 
An Increased Opportunity 
Because We Have 
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o. C. L. BUILDING 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 
Premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less 
work for nothing. 
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“THE OLD COLONY LIFE _____ ADAMS ST. 

















<| Continental | [ " 
INSURANCE COMPANY BY cunts | Sock . ’ 
| Nat'l. Bk. || Exchange |) 9a. 
of CHICAGO, ILL.” - QUINCY ST. Rloe 
Old Fed- | Illinois 4/82 
Colony] eral | | | 


Lifel Res.| 7| Merchants 


The Company has its Home Office in its own building wz?wawike=-- 
at 166 W. Jackson Blvd. running through to Quincy and TACKSON BOUL. 
Wells Street, right in the heart of Chicago’s Financial 
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MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Lime Legal Reserve Life Insurance Company 


A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued te be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers im Illineis. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, See. 




















STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 


Indianapolis, Indiana 
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AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, 411-415 Magnolia Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. C. BIGGER FRED D. STRUDELL BERT H. ZAHNER 
President Secretary Chicago Manager 
MORTON BIGGER 
Assistant Secretary 








H. W. STRICKLER, E. L. Bex 


President 


MIDLAND INSURANCE COMPANY 


St. Paul, Minnesota 





Liberal contracts to good agents in 
Minnesota, North and South Dakota and Iowa 


For infermation regarding agency write 


G. K. HENSHALL, Supt. of Agents 














SALESMEN 


What amount of business can you write? 
What commission are you worth to me? 


I will pay the highest commissions obtainable in the Ordinary 
Life field to high grade experienced men and women. 


The peak of your percentage is limited only by your capacity to 


get business. 
M. J. HIGGINS 
General Agent 


PEOPLES LIFE INSURANCE COMPANY 


PEOPLES LIFE BUILDING, RANDOLPH & WELLS 


CHICAGO 











A New York Life Insurance Company 
Offers an attractive manager’s contract for HARRISBURG and SOUTH- 
ERN PENNSYLVANIA in which territory the Company is not represented. 
Agents receive cooperation at all times, they are assisted with prospect 
service plans, $100,000 and $200,000 Clubs, attractive literature, up to date 
policy contracts, and quick action on applications. 

A Home Office official will be glad to talk with you about a practical 
method of developing a successful agency. 
All negotiations strictly confidential. 

Address Success, D-70 Care The National Underwriter. 


























| NEWS OF LIFE POLICIES 








“New Policies, Premium Rates, Surrender 


Divid 
Values ont all Changes in Pebey Literature, Rate 
Books the ** ue Manual- 


Digest,” annually in May at $3.50 and the 
“Little oe published het bye at $2.00. 














FRANKLIN LIFE’S NEW RATES 





Material Reductions Shown in New 
Schedule Announced by Illinois 
Company 





The Franklin Life has announced its 
new rate schedule, showing material re- 
ductions all along the line. The new 
rates on the leading policy forms, with- 
out the disability benefit, are as follows, 
being on the non-participating basis: 


_ _ 

> 3 3 > 3S 
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463 23 S68 Ss SS SS 
15 $12.61 $20.20 $40.06 $56.26 $33.41 $89.47 
16 12.86 20.49 40.11 56.30 33.89 89.53 
17 13.13 20.80 40.16 56.35 34.39 89.59 
18 13.40 21.12 40.22 56.41 34.92 89.64 
19 13.69 21.46 40.27 56.46 35.46 89.70 
20 13.99 21.80 40.33 56.53 36.02 89.77 
21 14.31 22.16 40.40 56.59 36.60 89.83 
22 14.64 22.54 40.47 56.66 37.20 89.90 
23 14.99 22.92 40.54 56.73 37.82 89.97 
24 15.35 23.33 40.62 56.80 38.47 90.06 
25 15.74 23.74 40.70 56.88 39.14 90.13 
26 16.15 24.18 40.79 56.96 39.84 90.22 
27 16.57 24.63 40.89 57.04 40.56 90.31 
28 17.02 25.10 41.00 57.14 41.31 90.40 
29 17.49 25.59 41.11 57.25 42.08 90.50 
30 17.99 26.10 41.23 57.35 “42.88 90.61 
31 18.52 26.66 41.36 57.47 43.76 90.72 
32 19.06 27.23 41.51 57.59 44.67 90.84 
33 19.65 27.84 41.66 57.72 45.62 90.97 
34 20.26 28.47 41.83 57.88 46.60 91.11 
35 20.92 29.12 42.03 58.04 47.61 91.26 
36 21.64 29.82 42.24 58.21 48.66 91.41 
37 22.38 30.54 42.47 58.39 49.76 91.59 
38 23.18 31.30 42.72 58.61 50.89 91.77 
39 24.02 32.09 43.02 58.83 52.06 91.96 
40 24.93 32.92 43.33 59.08 53.29 92.18 
41 25.89 33.82 43.73 59.37 54.55 92.42 
42 26.92 34.78 44.16 59.68 55.87 92.68 
60.03 57.24 92.96 


71.04 80.91 101.24 
57 54.35 58.41 60.17 72.62 83.45 102.52 
58 57.23 60.98 62.31 74.37 86.10 103.92 
59 60.30 63.74 64.64 76.30 88.89 105.45 
60 63.59 66.71 67.20 78.42 91.85 107.14 
61 67.14 oe 80.77 94.95 109.01 
62 71.01 83.34 98.24 111.07 
63 75.24 86.18 101.75 113.34 
64 7 89.31 105.46 115.83 
65 84.90 92.74 109.43 118.59 


FEDERAL HAS NEW POLICIES 





Chicago Company Announces Three 
Forms and Also Extension of 
Rates to Age 16 





The Federal Life of Chicago has an- 
nounced the extension of all policies 
scheduled down to age 16 and the is- 
suance of three new policy forms, an 
endowment at age 65, an optional lim- 
ited payment life and a child’s 20 year 
endowment. A supplementary rate book 
has gone out carrying the new rates for 
the younger ages and complete details 
on the new policies. Heretofore the 
company has charged the same premium 
for all ages under 20. 

The new endowment at age 65 is on 
the non-participating basis and provides 
for the payment of the proceeds in 120 
monthly installments of $25 per month 
on multiples thereof. In event of the 
death of the insured before maturity 
proceeds will be paid to the beneficiary 
on the monthly plan. The commuted 
value of this Policy is $2,547. Premiums 
at five years’ intervals on this form are 
as follows: age 16, $39.56; age 20, 
$43.90; age 25, $50.90; age 30, $60.35; 
age 35, $73.55; and age 40, $92.94. 

The optional limited payment life 
policy is based on the 15 pay life, but 
provides that the insured may continue 
premium payments after the _ policy 
reaches the end of the 15th year, policy 
values increasing accordingly. For in- 


stance at age 35 the following guaran- 





ACTUARIES 


— F. CAMPBELL 
CONSULTING 
ACTUARY 


343 S. Dearborn St. 
Telephone Harrison 3 


CHICAGO, ILL. 














A. GLOVER & CO. 


Statisticians 
29 South La Salle Street, Chicago 
Successors to Marcus 
Consulting Actuary 














OHNE. HIGDON ( Actuaries & Examiners 
OHNC- HIGDON} ose Beldine 
K J. HAIGHT 
CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bidg. 
INDIANAPOLIS 


Hubbell Bldg. DES MOINES, IOWA 


ICS. WITHINGTON 
Ly dong ag HY 


Tel. Walnut 3761 DES MOINES, 1OWA 














7. J. MeCN 


COUNSELOR AT LAW 

CONSULTING. ACTUARY 
Premiums, Reserves, Surrender Values, 
ete., Calculated. Valuations and Exami- 
mations Made. Policies and all Life a 
surance Forms Prepared. The Law of 
Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bidg. 19S. a Sete St. 
Telephone State on CAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








B. YOUNG 


*® CONSULTING 
ACTUARY 
AND ACCOUNTANT 


D. R. McLurg, Associate 


430 PETERS TRUST BLDG. 
Omaha,'Nebr. 

















The Accumulation Policy 


is a combination of insurance 

and investment in a new sense. 
Specimen Rate 

Age 35....... $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. Asa seller it has no 
competition. Write us about it. 
NATIONAL | LIFE ASSOCIATION 


Moines, lowa 





——_ 








THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready t© 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 
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teed options are offered, the annual pre- 
mium at that age being $36.75: at the 
end of 15 years to receive a paid-up pol- 
icy for $1,000 or cash value of $508; at 
the end of 20 years to receive a paid-up 
policy for $1,359, or cash payment of 
$769 or paid-up policy for $1,000 and 
cash payment of $202.85; or at the end 
of 24 years to receive a paid-up policy 
for $1,674 or a cash payment of $1,029 
or a paid-up policy for $1,000 and a 
cash payment of $414.37. 

The child’s 20 year endowment form 
is also non-participating and is sold at 
a flat rate of $40 per year. The amount 
of insurance granted is equivalent to the 
amount of the annual premium with 
interest compounded annually at 5 per- 
cent in cash of death prior to age 16. 
When the insured reaches the age of 16 
a regular non-participating 20 year en- 
dowment will be issued provided satis- 
factory insurability can be shown, other- 
wise continuing as the child’s endow- 
ment to maturity. 

The new rates announced by the Fed- 
eral Life on ages 16 to 20 per $1,000 are 
as follows: 

Nonparticipating 
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4 5+ 4 
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er $14.28 83 
ae awee an 14.54 14 
Oe saa0ee 14.81 .46 
19 . 15.09 2.79 
DP scsaee 15.39 23.14 
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16 .. $16.99 $26.59 $47.46 $43.61 
—— 17.25 26.90 47.51 44.11 
18 17.52 27.22 47.57 44.63 
19 . 17.80 27.55 47.62 45.17 
ae aes 18.09 90 47.68 45.73 








Federal Union Life 
The Federal Union Life of Cincinnati 
announces the extension of its premium 
reduction on nonparticipating policies to 
certain forms which are fully five years 
in force during 1923. The reduction will 
apply to all forms of policies issued in 
the ordinary department which provide 
by their terms for the payment of pre- 
miums for less than 20 years and will 
amount to 4 percent deductible from all 
future premiums. 


Results of “Hall Month” 


Lincoln National Life agents turned 
in more than 200 more applications in 
May than during any former month in 
the history of the company. May was 
“Hall Month” in honor of President 
Arthur F. Hall, and the Lincoln Na- 
tional Life salesmen sent in rose cards 
with their applications as a personal 
tribute to the man who has been most 
highly responsible for the organization 
and management of the Lincoln National 
Life. 

June is “Old Policyholders’ Month” 
with the Lincoln National. A_ special 
issue of the “Railsplitter,” which goes 
to the company’s policyholders, has 
been sent out, announcing that a per- 
sonal visit will be paid by a Lincoln 
National Life representative in June. 
Every effort will be made to wage an 
intensive campaign of service to policy- 
holders this month. 


Philadelphia “Ad” Campaign 


' A newspaper advertising campaign is 
heng financed by a score of managers 
and general agents of life insurance com- 
panies in Philadelphia under the super- 
vison of E, J. Berlet, Philadelphia 
manager of the Guardian Life, chair- 
man of the publicity committee of the 
Philadelphia Association of Life Under- 
Writers and formerly a. director of the 
Poor Richard Club, the local ad men’s 
organization. No names of companies 
or managers appear. The space is de- 
voted to presenting the merits of life 
insurance and the reader is referred to 
his own agent. 


Life Companies in Ohio 


Among the life companies recently li- 
ceased in Ohio are the Register Life of 
gavenport, Indianapolis Life, Public 
i ngs of Indianapolis and the Acacia 
“utual Life of Washington. D. C. 


HARTFORD INSURANCE STOCKS 


Company Shares Are Strong Owing to 
the Demand That Is Sure in the 
Market 


Stocks of Hartford insurance com- 
panies are in demand as evidenced by 
the current market. Aetna Life is now 
quoted at 765 bid with 775 asked. 
Travelers is ranged from 535 to 560. 
Travelers “rights” are quoted at 148 
bid and 150 asked. Hartford Steam 
Boiler is quoted at 370 bid and 380 
asked. Aetna Casualty & Surety is 
quoted at 365 bid with none offered. 
650 is bid for Connecticut General Life 
stock and 200 for First Reinsurance. 
Automobile of Hartford is quoted at 
242 bid and 250 asked. Hartford Fire 
is quoted at 445 bid and 455 asked. 
Sales of Aetna Fire stock have ranged 
between 480 and 485. Phoenix of Hart- 
ford ranges from 565 to 570 and Na- 
tional Fire is quoted at 530 bid and 540 
asked. Rossia is quoted at 91.8 bid and 
92 asked. 

Mrs. Marie Roberts of the Massachu- 
setts Mutual Life agency at Columbus, 
O., delivered an address before the Y. 
M. C. A. life underwriters’ class in Co- 
lumbus recently. She is a pioneer in 
woman’s activities in life insurance, hav- 
ing been connected with the Massachu- 
setts Mutual in Columbus 30 years, 

















CHICAGO 


Its Home Office now 
occupies the entire 
twenty-first floor of 
the beautiful new 
Chicago Temple 
Building. 


New Home Office Address: 


Clark and Washington 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


THE CHICAGO TEMPLE 


ILLINOIS 

















7 
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CHANGES BY JOHN HANCOCK 


Many Promotions and Transfers of 
Agents and Superintendents An- 
nounced by Boston Company 


Field promotions announced by the 
John Hancock Mutual Life last week 
were as follows: From agent to assist- 
ant in their respective districts: Max 





Fogel, Detroit III; Joseph F. Castor, 
Hempstead; Robert K. Henning, Phila- 
delphia I; Frank G. Obermeyer, Cin- 
cinnati I; Patrick T. Donnelly, St. Louis 
Il; Lambert F. Kippen, Salem; and 
Anthony Bleichrodt, Cleveland III. 
George B. Hannon has been promoted 
from clerk to cashier at Syracuse and 
Edwin B. Lyman from assistant to 
superintendent to an assistancy at Balti- 
more. Joseph D. Mahoney was pro- 





moted from clerk to cashier at Man- 
chester, N. H. 

The following have been promoted 
and transferred: Fred W. Silver, from 
agent at Chicago No. 2 to assistant 
superintendent at Minneapolis; Patrick 
J. V. O’Gorman, from agent at St. Louis 
to assistancy at St. Paul; William W. 
Jones, from agent at Averhill to as- 
sistant superintendent at Manchester, N. 
H.; William F. Preston and Paul Mentz 
from agents at Brooklyn III to assist- 
ancies at Brooklyn V. Edwin C. Shurte 
is transferred from Cincinnati I to St. 
Paul, to continue as assistant and as- 
sistant William C. Baugus is transferred 





N. P. HULL, Pres. 


A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. — 
a policy lower in cost than many others and can still go into any community, 
the knowledge that the protectiorf they offer cannot be bettered nor the company they 


represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


LANSING. MICHIGAN 


C. H. BRAMBLE, Secy. and Treas. 


They have that opportunity’ of selling 


confident in 





I. D. WALLINGTON, Supt. of Agents 














Territory open in: 


Rockford Life Insurance Co. 


Francis L. Brown, Secretary and Manager Rockford, [Illinois 
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Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 
Safe Investments 


LIFE 


Milwaukee 


49.11% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1922 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 

No Brokerage 


THE NORTHWESTERN MUTUAL 
‘2 INSURANCE 





COMPANY 


No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 


Wisconsin 














from St. Louis II to St. Paul. Anthony 
Valenti is transferred from assistant to 
cashier at Brooklyn III to cashier at 
Brooklyn V. Herman Friend is pro- 
moted from assistant cashier to cashier 
at Brooklyn II and Joseph Drummond 
from clerk to assistant cashier, succeed- 
ing Mr. Friend. Joseph A. Ludrof, as- 
sistant cashier at New York V is made 
cashier at Hackensack, N. J. Henry 
Kunze, clerk at Brooklyn III is ap- 
pointed assistant cashier at Brooklyn V, 
Victor Butts is promoted from cashier 
to assistant superintendent at Syracuse. 


WESTERN & SOUTHERN NEWS 


Number of Appointments and Changes 
Have Been Made—New District 
at Rochester, Pa. 


George P. Minesinger has been pro- 
moted from home office inspector of the 
Western & Southern to superintendent of 
the new district at Rochester, Pa. He 
became an agent at Canton, O., in 1919 
and was promoted to assistant superin- 
tendent the following year. In August 
1922, he was appointed inspector at 
Pittsburgh and later served as an assist- 
ant at Pittsburgh East. He was trans. 
ferred to the home office in January. 

Samuel W. Hodge, former assistant 
superintendent at Canton, O., has beer 
made superintendent at Fort Wayne, Ind 
He joined the Western & Southern in 
1915, has always been a large producer 
of both industrial and ordinary. The 
following agents have been promoted t 
assistant superintendents: L. J. Miller 
Hammond; M. Cline, Chicago Cicero: H 
Hoffman, Chicago Irving Park; E. Hop- 
kinson, Anderson, Ind.; M, Ludwig, De- 
troit South; E. R. Williams, Canton; P. H 
tosenberg, Detroit South; A. Bombalski 
Cleveland, South; A. Shambo, Joliet, Ill:! 
B. E. Brown, Lorain, O.; J. F. Ewing 
Cleveland North; Frank Phillips, New- 
castle, Ind.; and C. R. Knally, Rochester 
F. M. Brenneman, Detroit East, and W 
D. Davis, Cincinnati North. The follow- 
ing recent transfers have been made 
F. E. Brawley, from Cincinnati Park t 
Cincinnati North; W. B. Burns, fron 
Cleveland East to Cleveland West; J. A 
Molleson, from New Castle, Ind., to Fre- 


mont, new assistancy. 

Charles S. Heckingbottom, who has] 
been an assistant superintendent a 
Terre Haute, Ind., and Vincennes, Ind 
since November, 1918, has been pro- 
moted to superintendent at the former 
city. Prior to his promotion, Mr. Heck- 


ingbottom has this*year led the wester! 
division in industrial and joint results 
Superintendent E. J. Fath has beer 
transferred to Richmond, Ind., from 
Cleveland Edgewater, where he is sut- 
ceeded by P. P. Tige, former assistant 
at Cleveland South. 
Superintendent J. B. 
transferred from Richmond 
apolis South. F 
The following agents have been maéé 
assistants: J. W. Hurley, Rochester} 
W. P. Glazier, Erie; J. H. Robson§ 
Charleston, W. Va.; C. C. Cline, Fait-§ 
mont; Frank W. O'Donnell, Cleveland 
South; W. A. Bartlett, Lansing; J. Blair 
Cleveland North; J. C. Bradley, Detrol 
North; ‘D. L. Perkins, Columbus North 


Radcliffe has 
to Indian 


B. LaRoe, New Richmond, Ind.; V. ‘ 
Neal, East Liverpool, O. 


Honor Cleveland Superintendent 
f 


Charles A. Sullens, superintendent ° 
Cleveland No. 1, is celebrating the 25t 
anniversary of his services with the 
Prudential and the event will be marked 
by a dinner to be given him by the com 
pany June 16. Several home office of- 
ficials are expected, including Vit® 
President George Munsick. 

Mr. Sullens entered the service of th 
Prudential at Jefferson City, Mo., stat 
ing as an agent with no previous exP® 
rience in life insurance. He was Pr® 
moted to assistant superintendent after 
29 weeks, and later made superintendent 
He has been in‘ charge of Cleveland N 


1 for nine years, during which time o 
production of the office has frequen 
com: 


ranked among the highest of the co 
pany, both in ordinary and industria 


Conservative Life News ; 

The Conservative Life of South Ben 
Ind., announces the following prom’ 
tions: H. L. Neff, agent at Hammon 
Ind., promoted to superintendent at Gar 
Ind.; W. N. CuHum, agent at Marion, Ind 
promoted to superintendent of that dis- 
trict; J. C. Sampsel, agent at Kokom 
Ind., promoted to superintendent of the 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incerporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 


J.N.  WARFIELD, Jr. 





? 


DR. J. H. IGLEHART 
Medical Director 





————— 





HOME LIFE INSURANCE co. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows: 


emiums received during the year 1922 
Payments to Policyholders — ae.8 7,369,835 


ments, Dividends, Etc....... Pitas tl 5,400,769 


‘ 208, 
~ Interest Income from ‘investment... Pitegss 
722,352 in excess of the amount 

Ye Ee) maintain the reserve.) 

we ty aoutense 52.87% of 


Insurance in Force 
pesesercceseccesoces 232,163,052 
Admitted TEED sebdcnncisiccsncceence 46,253,715 
FOR AGENCY APPLY To 
W. A. R. BRUEHL & SONS 
c General Managers 
wuteal ona + —— Ohio and 
ern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 
HOYT W. GALE 


General Mana 
ger for Northern 
229- Leader-News Bui —_ 





CLEVELAND, OHIO 


LIFE INSURANCE EDITION 














Logansport district; Arthur Poe, superin- 
tendent at Logansport, Ind., promoted to 
home office inspector; Martinus Vink, 
agent at South Bend, Ind., promoted to 
superintendent at Muncie; Agent C. F. 
Hass, South Bend, Ind., promoted to 
superintendency at Mishawaka, Ind.; A. 
J. Habig, agent at Kokomo, Ind., pro- 
moted to superintendency at Elwood, Ind.; 
Superintendent Nelson Hiatt, of Elwood, 
promoted to the superintendency at An- 
derson, Ind.; Decker Lewis, who has been 
connected with another industrial com- 
pany for a number of years, appointed 
superintendent of the Ft. Wayne dis- 
trict. 

The Conservative Life announces the 
opening of a new district at Mishawaka, 
Ind., with Superintendent C. F. Hass in 
charge. 


Public Savings Changes 


Changes in the field announced by the 
Public Savings of Indianapolis are as 
follows: O, A. Carey appointed superin- 
tendent at Springfield, O.; Agent W. T. 
Davis of Louisville promoted to superin- 
tendent at Louisville; Agent C. E. Smith 
of Dunkirk, Ind., promoted to superin- 
tendent at Portland, Ind.; Agent H. J. 
Dawson of New Castle, Ind., promoted 
to superintendent at New Castle. 

A new superintendency has been cre- 
ated in Louisville, Ky. Agent Austin 
Wright of that city has been promoted 
to this new superintendency. 

A new district has been created at 
Detroit, Mich. Superintendent E. A. 
Pinaire of Louisville, Ky., has been pro- 
moted to manager of this new district. 

The new Toledo, O., district of the 
Public Savings was the scene of a rous- 
ing meeting May 25. Superintendent 
J. J. Gorsuch made an appeal to the 
ladies asking them to cooperate with 
their husbands in their work and also 
explained the necessity of night calls. 
Superintendents Montgomery, Beyle and 
Constantine each gave short talks. Man- 
ager Crosson presided. 


Trethewey Succeeds Stewart 

William H,. Stewart has resigned as 
superintendent of agencies in the South- 
ern territory for the Metropolitan Life, 
due to continued ill health of several 
years duration. Arthur W. Trethewey, 
now manager of the Roxbury district at 
Boston, Mass., has been appointed super- 
intendent to succeed Mr. Stewart. Mr. 
Trethewey has had a brilliant career 
with the company and has made splen- 
did records in Riverside as an agent, 
in Jamaica as assistant and in Geneva, 
Stamford and Roxbury as manager. 


Sales School at Des Moines 


A school of life insurance salesman- 
ship opened this week at Drake Uni- 
versity, Des Moines, under the direction 
of F. Dayton Davis of Detroit, educa- 
tional director of the American Life. 
Classes will be held daily until Satur- 
day, June 30. Insurance salesmen of all 
companies have been invited to attend 
the school. 

Classes are held each morning from 
8:30 to 12:30, with field work in the 
actual writing of policies each after- 
noon under the direction of super- 
visors. Clarence L. Ayres, president, 
and Ellsworth H. Marshall, field man- 
ager of the American Life, are in Des 
Moines for the school. W. Rogers 
Primm, Iowa state manager for the 
company, is also assisting. 


Northwest Iowa Meeting 


The northwest Iowa agency of the 
Northwestern Mutual Life held a meet- 
ing last week at Sheldon, in northwest 
Iowa, at which some 25 representatives 
of the company in that section of the 
state were present. General Agent Mc- 
Kercher of Sioux City, in charge of the 
work in that district, and Arthur Whit- 
field, also of Sioux City, were in charge 
of the meeting and school of instruction. 


Marshalltown Agency’s Meeting 


The H. W. Shove agency of the Mu- 
tual Life of New York at Marshall- 
town, Ia., will hold a get-together meet- 
ing to stimulate business, beginning 
promptly at 9:30 a. m. June 16. Man- 
ager A. P. Hohmann of the Des Moines 
office and J. M. Dempsey of the north- 
western department of THe NATIONAL 
UNDERWRITER will make addresses. 
Luncheon will be served at noon at the 














TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 








Acacia Mutual Life Association 






Insurance Issued in 1922...... (Paid for Basis)..... $ 39,898,050 
Gain in Insurance in Force... .. ~~ = SD 21,462,805 
Insurance in Force 12-31-22..( “ “ “™ ), 122,685,100 
iin cemeeten saluatiakien thidbinenbetindinece 6,828,345 
GREE Reh Ht abisiaie ere epg aa hea 2,214,850 
I cc. ncnacanncandncesaeeeaumennts 431,446 
PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 


A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 
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OF OES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 














Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 


Condition on December 31, 1922: 


ns ncsavesaondeck thidveahdsasncnssaeaumheniuane tabs $ 32,633,933.05 
EE REE SORES SE op aR Sas pit a taee 28,512,821.50 
NG oobi oc Od Ba cenlowasdaWesbeatc dave 4,121,111.55 
EE EEL EERO 230,322,163.00 
PEND OD PUREED, 5 o6coscsccccccocccccnccoescesccces 2,331,155.50 
Total Payments to Policyholders since Organization ........... 30,051,860.92 


JOHN G. WALKER, President 











Marshalltown Commercial Club. 


“SAFE AS A GOVERNMENT BOND" 


(©) The QHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT «*° MONTHLY INCOME INSURANCE 


SiG Seea LATEST POLICIES AND AGENCY CONTRACT Ba'Uaz.tag 
Openings OHIO, IND., KY. MICH. and W. VA. Write Columbus 


THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "s.rj;,8¢"* Pittsburgh, Pa, 
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1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Com of Stability and Progress, 
PSafety and Liberality 


Admitted Assets Insurance in Force 
SE aaa eee $12,431,725.00 $ 67,326,327.00 
Dec. 31, 1922....... Rae 44,995 738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 































Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered 

to Field Men of High Character and Ability. A few 

General Agency openings now available. For full 

information write to nearest address shown below: 
E. Wheeler’ State Manager, 


H. S. BRIDGEWATER, Manager, J. R. RAILEY, Manager, 
Central Department, Southwestern Department, 
1951-62 Railway Exchange Bldg. 41 Dallas County State Bank Bidg., 
Saint Louls, Mo. Dallas, Texas. 


W. H. SAVAGE, Vice-President and Agency Director 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 















Unexcelled policy contracts, efficient life insurance serv- 
ice, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 
re mer in the mind of the insuring public with all 

at is best in life insurance. During the seventy-two 
years of the oeeny ° history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 






















Nearly 1 44 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 
Jan.1,1913 Jan.1,1918 Jan. 1, 1923 
Assets .......+++++-$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... | 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 
Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











American Convention 


Companies’ Statistics 


ECRETARY T. W. Blackburn of 

the American Life Convention has 
gotten out the annual folder showing 
statistics regarding membership. The 
convention is 18 years old, has 149 com- 
pany members, and is doing business in 
40 states. The member companies now 
have in force $12,202,669,464 as com- 
pared with $9,891,270,i74 the year pre- 
vious. This is a gain of $1,091,767,255. 
The assets of American Life Convention 
companies are $1,598,425,858; gain $186,- 
799,976. The reserves of American Life 
Convention companies are $1,281,440,571. 
The annual meeting will be held in Des 
Moines, Oct. 17-19. 


Agency Building Near Completion 


Paul Loder, superintendent of the 
Philadelphia agency of the Provident 
Mutual Life, announced this week that 
the agency’s new headquarters at 109- 
111 South Fourth street would be ready 
for occupancy by July 2. No ceremony 
will mark the taking over of the build- 
ing, improvements on which are being 
rushed to completion. The structure 
will be used entirely by the agency. It 
is three stories in height but has only 
a ground floor and balconies, with an 
unusually high ceiling. 


Start Kansas City Life Building 


The Kansas City Life announces that 
ground will be broken for its new build- 
ing July 1, and that it is expected that 
the building will be completed ready 
for occupancy by June 1, 1924. 


Oklahoma May Bar W. O. W. 


Reinstatement of William M. Franklin 
of Oklahoma City as a member of the 
Woodmen of the World, with all the 
rights and privileges accorded other 
members of the order, is demanded in a 
ruling of Commissioner Hardin of Okla- 
homa, If not complied with by June 28, 
the organization must “cease to do busi- 
ness in this state, in so far as securing 
new members,” the order further de- 
clares. 

Franklin and others were alleged to 
have been denied certain rights they 
claimed, and since 1921 have not enjoyed 
the full privileges and rights accorded 
to other members of the order, so the 
petition averred that was filed with the 
insurance commissioner. Through action 
of the sovereign camp it was said that 
while the petitioner was allowed to re- 
tain his insurance and make the pay- 
ments required, he was not permitted to 
exercise other claimed rights as a mem- 
ber. 

Commissioner Hardin acts under a new 
law enacted by the last legislature, 
which gives him authority to make an 
investigation, and also to make an order 
justified by his investigation. This is 
the first order under that law. 


Connecticut Department Changes 


Charles H. Cooley, assistant clerk in 

the Connecticut insurance department 
has declined to accept a reappointment 
and will retire June 30 when Col. Howard 
F. Dunham succeeds Burton M. Mans- 
field as state insurance commissioner. 
Mr. Cooley has been connected with the 
insurance department for 20 years. Col. 
Dunham has app ointed Joseph H. 
Maurice of Wethersfield to succeed Mr. 
Cooley. Mr. Maurice is now employed 
by the Phoenix Mutual Life. 
Leslie K. Barclay of Hartford has re- 
signed as an examiner in the depart- 
ment and will leave with Commissioner 
Mansfield. He will enter the employ of 
the Aetna Life .o be associated with the 
accounting department under E. A. 
Giddings. Ernest S. Hildebrand has also 
resigned as an examiner and will be em- 
ployed by the Connecticut General Life. 
Col. Dunham has appointed Elmer E. 
Parker of Waterbury as examiner. He 
has been city comptroller in Waterbury. 
Col. Dunham has reappointed Chief 
Clerk Bryan H. Atwater, who has been 
in the state insurance department 21 
years and also William M. Corcoran of 
New London as actuary. 


Several prominent life men of Rich- 
mond participated in the annual Lake- 
side golf tournament held there last 
week. They were T. P. Reynolds, Pru- 
dential; John B. Cary, Penn Mutual; 














Irving Held, Northwestern Mutual. 
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MORE THAN 50% 


of the business written by some of our | 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 


le who have written the d 
Bice | Cadermation. , 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over $245,000,000 in force. 
Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
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A few agency openings for the right men 








“THE COMPANY OF CO-OPERATION” 


DES MOINES] ® 
LIFE AND - 
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ORDINARY LIFE 


Age Premium Age Premium 
Miveswecetese $16.46 Siisvwwevewsd $30.90 
SRST: Se -Miiancsteses $48.98 


General Agents Wanted for Arkansas, 
Illinois, Kansas, Texas and Missouri. 


LIFE ACCIDENT HEALTH 


Peerless Life Insurance Co. | 
Kansas City, Missouri 


























Stephen M. Babbit 
President 
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MODERN BUSINESS GETTING METHODS 





Dealing With Men Whose Wants He Knows 
Is the Way Frank W. Pennell Secures 


His Grip on Prospects for Insurance 


Benefit in New York 
City, believes in the agent specializ- 
ing on the class of business where he has 
the best point of contact. Consequently 
he goes after young men about his own 
age. He recognizes the fact that the 
man who today may buy a $1,000 or 
$5,000 policy may in 10 or 15 years be 
the man who is buying the $1,000,000 
variety. At any rate the big policies 
later on will be purchased by men who 
are buying little ones today and he 
therefore makes it a point to add as 
many new clients as possible to his list 
rather than to go after volume. For 
several years he has lead the entire L. A. 
Cerf Agency in New York City in num- 
ber of risks written. He writes about 
140 policies a year. His average policy 
is $6,000 or $7,000. 


Develops Business 
By Institutions 


Mr. Pennell spent the early part of 
his life in the west in small cities. He 
feels that in New York he is in con- 
tact with a large number of small com- 
munities and works on the same theory 
that he would in a small town. He de- 
velops the business by institutions, 
working intensively as he would in a 
small town. In one bank in the city 
he has practically every employe in- 
sured. 

Mr. Pennell works the personal equa- 
tion as strongly as possible so that his 


RANK W. PENNELL, agent for 
F the Mutual 





many friends will turn business to him. 
His system seems to work as nearly 
every mail brings in letters suggesting 
prospects. He picked a number of such 
letters from his desk at the time he was 
interviewed which had come in the day’s 
mail. He makes friends of his clients 
and knows most of them by their first 
names. 


Deals Especially 
With College Men 


Mr. Pennell is 32 years of age and is 
a graduate of the University of Michi- 
gan. He deals mostly with young men, 
college graduates, with whose problems 
he is familiar and whose outlook he is 
acquainted. 

He said the most men of this type 
do not regard life insurance as the best 
investment and cannot be persuaded to 
think that it is. He said they may be 
wrong in this but he goes on the theory 
that they want life insurance for pro- 
tection and can be sold that way. Such 
young men can be sold a great volume 
of insurance in anticipation of their fu- 
ture. Most college men feel that they 
are equipped to accomplish things and 
in Mr. Pennell’s opinion, that makes 
them good life insurance prospects. 
They will anticipate to some extent their 
future earnings and will carry more pro- 
tection than a man who expects to con- 
tinue on the same income. 

Mr. Pennell works on the monthly 
income idea in most cases. He said 





| although the bulk of the business must 


be made up of policies from $5,000 to 
$10,000 on which it may not be prac- 
tical to insert the monthly income op- 
tion that the income plan is a good 
interest getter and talking point. If he 
can sell as large a policy as $10,006 he 
will try and get it on the income plan. 

In the case of a $10,000 policy he 
would probably arrange to have $1,500 
payable in a lump sum and the rest to 
provide an income. 

In selling an educational policy he 
sticks again to his principle of protec- 
tion and does not sell an endowment 
policy. Instead of asking the insured 
to save money for his child’s education 
through life insurance, he suggests to 
him that he buy protection. The aver- 
age college man feels positive that his 
children will go to college if he lives. 
He does not anticipate any difficulty in 
providing the money. The only con- 
tingency which would prevent educa- 
tion would be death. Mr. Pennell there- 
fore sells him a policy which provides 
for an income during the college years 
of the child but on the ordinary life plan. 


Prospect Must Provide 
for His Widow 


The trouble with the educational 
policy is of course that most people of 
average means do not carry enough 
life insurance to protect the widow and 
provide her with sufficient income and 
should not therefore be sold a policy 
with such options that the money is 
tied up until the child reaches college 
age. He says he does not usually ad- 
vocate a separate policy with such an 
option in it unless the insured carries 
around $40,000 of insurance. He should 
at least provide a comfortable income 
for his wife who must keep a roof over 














FRANK W. PENNELL 


the heads of the family and must keep it 
together until the child is of college 
age before he begins to consider put- 
ting the children through school with 
life insurance. 

The biggest need for life insurance 
is during the years in which the children 


are not self supporting and, that is, 
before they are through with high 
school. To provide for this period is an 


absolute necessity from a life insurance 
standpoint and the educational policy 
should come next. In dealing with col- 
lege men, however, it is well to bear in 
mind that all of them wish to give their 














STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE 33 


CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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PROVIDENT MUTUAL 


Lire INSURANCE COMPANY 
OF PHILADELPHIA 


The Provident, organized in 1865, as The Provident 
Life and Trust Company, preserves a continuous 
corporate existence, but, having mutualized, will 
be known hereafter as the 


Provident Mutual 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition 
which have arisen from fifty-eight years of con- 
spicuous fair dealing. 


The policies of the Provident Mutual contain new 
and attractive features, including the recently 
adopted and exceedingly liberal Total and Per- 
manent Disability Clause. 


An Increased Dividend Scale for 1923 
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Se ie oad 
By LOWS, MISSOUARA, 


Agency opportunities in the following States: Missouri, Kansas, 
Texas, Oklahoma, Illinois, Minnesota, Ohio and West Virginia. 
Additional States will be opened for the right producer. 


EARN AND LEARN 


LEARN through our Agency Correspondence Course 

EARN through our LIBERAL agency contracts 

SELECT your own territory 

REDUCE your rejections through our Sub-Standard arrange- 
ments. 


FINANCE yourself, or we will. 
Get busy at once. 
FRANK W. ENGEL, Agency Manager 


American National Assurance Company 
3719 Washington Avenue 
St. Louis, Mo. 


Write 














children the same advantages which 
they have enjoyed and the educational 
idea has a large appeal. 





Self-Quiz on the 


| Value of Tact 











ID I meet objections and interrup- 
tions with patience and adroitness? 

Did I keep my temper under attack 
or complaint, maintaining my self-re- 
spect, and renewing the thread of my 
discourse with tact after the storm was 
over? 

If I ruffle my prospect, was I tactful 
enough to mollify him promptly? 

Were my questions so framed that 
the answers would necessarily favor my 
cause? 

Did I utilize his admissions to 
strengthen my arguments? 

Did I listen to him so as to adapt my 
arguments to his inclinations? 

Did I let him insure himself when I 
saw that his mind was working in the 
right direction? 

Did I avoid antagonizing him, and 
sidestep needless arguments? 

When he opposed me, did I move with 
kim to a point of agreement, then lead 
him with me to the point of action? 

Did I let his resistance spend itself, 
then go straight to the point of the 
sale? 

When I had a chance to offend him, 
did I pay him a compliment instead? 

Did I make him imagine that my way 
of thinking was his way of thinking? 

Did I stop talking as soon as I had 
said enough? 

Did I assume that he was in accord 
with me and ready to close? 

Did I, under that assumption, put the 
application before him and get him to 
sign it? 

Did I assume that he expected to pay 
the premium, and get his check, or 
obligation to pay, there and then?— 
Equitable Items. 


Class Takes Endowment Policies 
The graduating class of the West Vir- 


ginia University at Morgantown, has 
taken out ten $1,000 20-year endowment 
policies. The money will be turned over 
to the university as the policies mature. 


Start Capitol Life Building 


Construction on the first unit of the 
layout of buildings for the Capitol Life 
of Denver will begin within six weeks, 
according to announcement by Harry J. 
Manning, architect. 

“The first unit will be at the Sherman 
street corner of the property at Six- 
teenth avenue,” said Mr. Manning, “and 
will be two and one-half stories in 
height with a full basement, and of 
stone construction. The character of 
stone has not yet been determined, but 
it will be a Colorado product. The next 
unit will be on Sixteenth avenue and 
the following unit on Grant street. Each 
structure will sit 20 feet back from the 





street and the units of course will har- 
monize.” 

It is the intention of the Capitol Life 
eventually to occupy all the property. 
The first unit, which is expected to be 
ready for occupancy by Jan. 1 will 
accommodate the company for the pres- 
ent. However, work may be started 
next spring on the Sixteenth avenue 
unit. 


Life Notes 


Rufus A. Brown, age 65, an agent for 
the Guarantee Fund Life, has been miss- 
ing from his home in Omaha for a week. 


The Penn Mutual Association, compris- 
ing the company’s entire home office 
force, will hold its second annual sum- 
mer dance this Friday evening at its new 
clubhouse at Highland Park, Pa. 


A life insurance policy for $600,000 on 
Tex Rickard, fight promoter, is reported 
to have been destroyed in the fire which 
destroyed the train sheds of Broad street 
station, Philadelphia, on Monday. 


George Donnelly, of the Guardian Life, 
was chairman of the reception commit- 
tee of the Poor Richard Club which 
greeted the British advertising delegates 
visiting Philadelphia last Friday, 


aeorge W. Anderson, division agent 
of the Cleveland Life with headquarters 
at Evansville, Ind., is making a tour of 
southern Indiana, southern Illinois and 
western Kentucky looking after the 
work of the agents. 


L. A. Sparks of Eufaula, Ala., one of 
the International Life’s oldest and most 
consistent producers, was in St. Louis 
last week with his bride of a week, 
He has been a member of the Interna- 
tional Life’s $100,000 Club every year 
since 1909. He is general agent for 
southeastern Alabama, 


Thad C. Bell, inspector of agencies for 
the southern district of the New York 
Life with Richmond headquarters, has 
returned from a motor trip to points in 
North Carolina and South Carolina 
which he made on business in connec- 
tion with his agency duties. He was 
accompanied by Mrs. Bell. 


Friends of Jacques Fournier, 


special 
agent for the 


Missouri State Life, who 
plays baseball with the Brooklyn Na- 
tionals, staged a demonstration in his 
honor June 9, the first visit of Brook- 
lyn to St. Louis. Mr. Fournier has been 
a “Moslic hustler” for two years, resid- 
ing in St. Louis during the winter. 
week. 


Hallagan & Fountain, a new law firm 
specializing in insurance and corporation 
work, have opened new offices at 925-28 
Insurance Exchange building, Des 
Moines. The new firm is composed of 
Ray C. Fountain, former member of Jor- 
dan, Jordan & Fountain, and Frank B. 
Hallagan, formerly counsel for the Mer- 
chants Life. 


Lucian E. Schilling, a part time rep- 
resentative of the Great Republic Life, 
led the entire field for that company in 
new insurance during April and also for 
the year to May 1. Mr. Schilling is writ- 
ing at the rate of over $1,000,000 an- 
nually, although his time is mainly 
devoted to his duties as secretary of one 
of the big financial institutions of South- 
west Texas. 


Arthur P. Wilmer, general agent at 
Richmond for the Life Insurance Com- 
pany of Virginia, sailed the other day 
from New York for England on the Al- 
bania, accompanied by Mrs. Wilmer and 
their daughter, Miss Elsie Wilmer. He 
plans to spend the summer visiting rela- 
tives in that country. In addition to 
his connection with the Life of Vir- 
ginia, Mr. Wilmer is British vice consul 
at Richmond. 








of the amount of 1922 premium receipts. 





Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 


For more than seventy-five years 





——J 

















